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REG. U.S. PAT. OFF 


Cl page of information and suggestions fer "Friendly retailers. 
A new and bigger National 
Advertising Campaign for Fall! 


Ta aa ae OE ors, Here’s the Full Color Page 
as > that appears Sept. 16th in Collier’s 


This advertisement is designed to increase consumer demand for 
“Friendly’’ Shoes — do it North, East, South, West — at every point of 
the compass. It is being backed up by five more full-color and black and 
and white pages in Collier’s and The Saturday Evening Post. These 
comprise the Fall and Winter “leg’’ of the splendid new National Cam- 
paign for 1933 and 1934. 


Tie In With This National Advertising 


Make each of these strong advertisements definitely YOUR advertise- 
ment, a sales message for your store, by identifying your store with it. 
Do this by advertising in your local newspapers, in your show windows. 
Watch the mail for details of the new campaign. 


































THE NASHVILLE BANNER, FRIDAY, JULY 28, 1933 


-JARMAN FIRST ON NRA HONOR ROLL 





















ALWAYS A 
STEP IN 
ADVANCE 


Jarman again demonstrates its progres- 
siveness — this time by having been the 
first manufacturer in Nashville to sign the 
NRA Honor Roll. In this clipping from 
the Nashville Banner of July 28th, William 
Gupton, former mayor, is quoted as saying 
to W. M. Jarman, President of the General 
Shoe Corporation “I want to congratulate 
you and your firm upon being the first to 
get on the NRA honor roll.” 








WE DO OUR PART 








—Birwner Staff Photo. 
on EY Dorman. president of General Shoe ¢ is shown signing the 
NRA agreement vee me bype we the first official signature in masta Left to right are: William Gupton, 
former Mayor and of the ¢ of One Hundred; C. P. Clark, vice-president of the General 
Shoe Corporation, and Postmaster O F. Minton. 
Immediately after the picture was made Mr. Gupton turned to Mr. Jarman and said: “I want to con- 
* ee chee your firm upon being the first to get on the NRA honor roll.” 8 
want to congratulate you upon being chosen to head the Committee of One Hundred,” replied 
Mr. Jarman 


Postmaster Minton said that NRA emblems would be ready for the distribution to firms signing the 
- | President's agreement by August !. 
The General Shoe Corporation operates plants at Nashville and Gallatin. 


JARMAN SHOE COMPANY —- NASHVILLE, TENNESSEE 
DIVISION OF GENERAL SHOE CORPORATION 


When writing advertisers please mention Boot and Shoe Recorder 
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August 26, 1933 


The VOICE of the TRADE 


p resident Roosevelt 
with the tablets of the code in his 
arms, as shown in our Voice of 
the Trade department, Aug. 12 
issue, prompted a Los Angeles 
shoe man to send us these ten 
commandments of N. R. A. re- 
cently submitted by a member of 
the motion picture industry: 

“(1) Thou shalt have no other 
codes except this. 





(2) Thou shalt not make unto 
thyself any rule or code likeness 
with special privileges that are 
not in harmony with the ideals of 
the recovery act. Thou shalt not 
stoop down beneath the established 
standards of the code, for our 
government is a righteous gov- 
ernment and will visit punishment 
upon the heads of those who vio- 
late the ethics of the New Deal, 
and will show consideration to all 
those who serve it faithfully and 
keep its commands. 

“(3) Thou shalt not speak ir- 
reverently concerning the govern- 
ment, for the government will not 
hold him blameless that findeth 
fault. 

*(4) Remember the Sabbath 
Day to keep it holy. Five days 
shalt thou labor and do all thy 
work. Thirty-five hours in seven 
is allotted to man to work and 
more thou shalt not do—thou nor 
thy son nor thy daughter—nor 
thy man servant nor thy maid 


servant—nor thy cattle nor robot 
within the gates. For in six days 
was all made that was made be- 
fore the advent of man and since 
have come the blessings of tech- 
nocracy to lessen his labor and add 
enjoyment in more hours of recre- 
ation. 

“(5) Honor thy government 
and obey its mandates that thy 
days may be long and free from 
‘trials,” in the Land of the Free 
and the Home of the Brave. 

(6) Thou shalt not kill—com- 
petition. 

“(7) Thou shalt not commit— 
evil practices. 

(8) Thou shalt not steal — 
business. 

“(9) Thou shalt not swear 
falsely against thy competitors. 

(10) Thou shalt not covet thy 
competitor’s business nor his fac- 
tory, nor his private secretary, nor 
his salesmen, nor anything that is 
thy competitor’s.” 





C, H. Meisel 
of Chicago has prepared a practi- 
cal thesis for the shoe dealer as 
an aid in frustrating unjustified 
claims against shoes by displaying 
the proper chart to the customer 
and explaining the salient factors 
of each respective complaint, as 
outlined. He operates the Bee 
Hive Shoe Repairing Company 


and figured out that where words 
failed written charts and _ the 
printed page convinced the public 
that the merchant is not entirely 


at fault. 
* 


Bs Pollock 


of Asheville, N. C., believes we 
are on the upgrade and tells the 
public : 











“We are behind the President. 
More than a quarter of a century 
ago L. H. Pollock opened a 
modest shoe store on Biltmore 
Ave. The stock was small but 
well bought and the store pros- 
pered. Today Mr. Pollock heads 
a chain of sixteen shoe stores that 
includes stores in Virginia, North 
and South Carolina and Tennes- 
see. The headquarters for the en- 
tire chain are at 39 Patton Avenue. 

“In 1919 Pollock’s opened what 
was said to be the finest shoe store 
in the South, carrying the highest 
class merchandise that money 
could buy. During the depres- 
sion Pollock’s again met the de- 
mands of the buying: public and 
put in a complete stock of popu- 
lar priced shoes. 

“Today, with the NRA getting 
in full swing and the people un- 
der the Roosevelt administration 
regaining every business confi- 
dence, Pollock’s is remodeling the 
entire establishment at 39 Patton 
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Avenue and again will give the 
people of Western North Carolina 
‘the finest shoe store in the entire 


South.’ ” 
ok * OK 


Julia Coburn 
of the Ladies Home Journal, at 
the semi-annual convention of the 
Interstate Merchants Council at 
the Sherman Hotel, Chicago, said: 

“Fashion has come down to 
earth, has gone democratic, is for 
the millions instead of the few 
hundreds. 

“Fashion has become simpler 
and less sophisticated in its ap- 
proach—fabrics and costumes will 
be governed by appropriateness, 
as they haven’t for years. 

“Every buyer can become a 
fashionist, by studying fashion 
material, and by studying people. 

“By watching crowds of people, 
and by watching small groups, you 
can tell what types of things at- 
tract a lot of people. 

“A new public, educated in the 
principles of art, is going to de- 
mand more of the art qualities in 
the merchandise they buy. 

“Don’t underestimate the ca- 
pacity of your public for ap- 
preciating something new, provid- 
ing it is sound. But don’t get too 
much exalted about Lady Lou- 
Mae West influences, or anything 
else that may prove to be a fad, 
leaving you with an overloaded 


stock.” 
ak: te 


‘Che following cablegram 
has been received from the ReE- 
CORDER’S representative in Paris— 
Mrs. M. Appo, 2 Rue des Italiens, 
Paris, France: 

“Paris collections show im- 
portant new trend, emphasizing 


» 
« 6 ng 
? 


hips chiefly through tight bodice 
lines. This development affects 
coats, jackets, dresses alike. 
Some silhouettes repeat same 
lines hip and shoulder—both ex- 
tended out and up. Shoulder 
generally modified but still built 
up. Longer day skirts, straight, 
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UP TO A STANDARD 


—W. C. Dix, an executive of Selfridge’s 
great store in Oxford St., London, said 
recently: 

“Directly a line becomes popular every 
manufacturer ‘freezes’ on to it and in- 
stead of endeavoring to raise the 
standard of production, immediately 
tries to bring it down to a price. 
The consequence is that many a good 
article is almost killed at its birth by 
these methods.” 

—lIt’s to be hoped that, in the interests of 
good business practice and safe economic 
recovery, manufacturers will lay special 
stress, from now on, on the production 
of goods up to a standard. 

—And surely such manufacturers will justify 
their position in this new deal to lift in- 
dustry out of the chiseling area which 
has proved disastrous to all concerned. 

—Up to A Standard is a good objective 
for all industry. 


Seucse 61oee 


President. 











narrow—average eight to ten 
inches from ground. Afternoon 
skirts longer—sometimes to 
ankle. Evening silhouette shows 
high shoulder movement shift- 
ing backward in stiff wing exten- 
sions outlining decolletage. Ex- 
tremely molded unbelted lines 
through waist, hip. Newest eve- 
ning skirts straight, narrow, 
with slit up front or sides to 
knee and train back. Other 
skirts show low circular flare or 
higher gathered flounce. New 
Edwardian styles feature narrow 
skirts, flat front with massed 
back fullness. Pronounced use 
stiff fabrics determining factor 
evening silhouette. Evening 
skirts ground length also one 
inch above.” 
+ « 


Andy said to Amos 


over the air: 

“T was over to the Century of 
Progress Fair this afternoon at 
three o’clock and the calculating 
machine registered 125,278,321 
people in the United States at that 
precise moment; and I’m tellin’ 
the world that that last one has 
the sorest pair of dogs in the en- 
tire country.” 

If you are out to the Fair, see 


the crowds at Dr. Scholl’s place, 
looking for foot comfort. The 
most popular spots in the entire 
exposition are those where you 
can sit down. One shoe man over- 
looked a real bet in failing to get 
a concession for foot bath foun- 
tains. 

Doctor Scholl triumphed be- 
cause he made a study of modern 
human behavior and was right 
there with a panacea for not only 
Amos and Andy, but everyone 


else. 
xk Ok O* 


Rules and regulations 
of the shoe industry, though a 
topic of the moment, are not new, 
for the General Court of Massa- 


chusetts struggled with them 
three centuries ago; and in the 
year 1642 brought forth this 


quaint law: “The order for pre- 
venting the sale of insufficient 
leather shall be extended to leather 
to be wrought into shoes or boots, 
as well as unwrought leather, and 
searchers are to be chosen by the 
several towns and presented to 
some magistrate to be sworn to 
the due execution of the trust 
committed to them.” 

Rules and regulations being 
promulgated again, are there 
going to be jobs for “searchers of 
shoes,” who shall be sworn to the 
trust of hunting out shoes of in- 
sufficient manufacture and putting 
them into the “hoosegow,” which 
some may choose to call the jail or 


reformatory. 
* 
[ Dateinnne’s 


* 
of Philadelphia — “Salutes the 
Eagle!” in a superb advertisement 
headed by the Blue Eagle and 
saying : 


RE NO STRANGER 
YONG 








“Dalsimer gladly assures the 
President and the public our 
wholehearted co-operation with 
the new retail code. 

“During the past four years, 
perhaps the most trying period in 
the nation’s history, Dalsimer did 
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not add one person to the army of 
unemployed. 

“We have been told repeatedly 
that this is a record to be proud 
of. But we’ve never boasted, for 
despite enormous financial sacri- 
fices, we felt that we were merely 
‘doing our part.’ 

“Necessary economies in our 
business were worked out with as 
little hardship as possible to any 
of our employees. 

“In the light of these facts, 
made public now for the first time, 
we greet the NRA Eagle as an old 
friend—for we feel that the spirit 
of this gallant bird has _ been 
perched on our portals for the 
past four years.” 

+ & @ 


J « V. Lobell 


of the Cavalier Corporation, Bal- 
timore, says: 

“Selling is very different from 
‘clerking. A good salesman 
MUST possess knowledge; of his 
customers’ needs; and his firm’s 
ability to serve. The more exten- 
sive that knowledge, and the more 
graciously it is used, the better the 
salesman and the larger his in- 
come. The following question- 
naire will enable a salesman to bet- 
ter determine where he stands on 
the matter. 10 is best score for 
each item. 0 is lowest. Add up 
your score: 

“1. Do you know where all of 
your stock is located in your de- 
partment ? 

“2. Do you know the prices of 
all merchandise in your depart- 
ment ? 

“3. Do you know what other 
merchandise is carried in your 
store and in what departments it 
may be located? 

“4, Do you know how the mer- 
chandise you sell is made? 

“5. Can you distinguish good 
materials from inferior materials? 

“6. Can you distinguish good 
workmanship from inferior work- 
manship ? 

“7. Can you distinguish the 
newest and most correct fashions 
from staples? 

“8. Do you know the perfor- 
mance or wear which can be rea- 
sonably expected of each article of 
merchandise ? 


“9. Do you know which mer- 
chandise has patented or exclu- 
sive features? 

“10. Do you know which mer- 
chandise is carried by your store 
exclusively in your community ?” 

. ¢ » 


Russel B. Frye, 


grandson of John A. Frye, 
founder of the shoe company at 
Marlborough, Mass., which bears 
his name, and one of New Eng- 
land’s most progressive manufac- 
turing executives, was recently 
elected president of the People’s 
National Bank of Marlborough. 

Assuming this office, Mr. Frye 
becomes one of the youngest bank 
presidents of New England. He 
has been active in the affairs at 
the factory, and while a student 
at Harvard was active in athletics. 
During the World War, he served 
overseas with the French Corps, 
and was twice cited for heroism in 


action. 
% * 


Vees for cows, 
and hides of cows for leather, and 
leather for shoes — that’s one 
strange story from the hills of 
New Hampshire. The cows are 
fed vitamins, calories and carbo- 
hydrates, as well as yeast. They 
are also exercised, bathed and 
massaged. It’s all for the raising 
of richer milk. Incidentally, the 
better the diet of the cow the bet- 
ter the cow’s hide, and the better 
the hide the better the leather 
made from it. The leather chemists 
talked it all over at a recent ses- 
sion. They told of putting cows 
on a diet to make them yield bet- 
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ter hides as well as richer milk. 
That’s starting improvement in 
leather and shoes at the source to 
be sure. 


ices B. Nordlinger 
of Washington, D. C., says: 

“How will the new code affect 
the small dealer, particularly in the 
neighborhood locality? This type 
of merchant far outnumbers the 
large dealer whose location we find 
generally in the shopping center. 
Very few of the so-called small 
merchants, on account of the de- 
pression and the banking situation, 
are able to care for their overhead, 
and with the limited 40 hours of 
employment will be further em- 
barrassed, because they are finan- 
cially unable to engage extra help. 

“T should recommend immedi- 
ate curtailment in the styles of 
women’s shoes which will enable 
the small dealer to cash in on the 
shoes on his shelves, and save him 
further embarrassment because he 
lacks the cash reserve to feature 
the new styles as they make their 
appearance. 

“T know that my ideas with re- 
gard to this question will meet 
with strong opposition from some 
quarters, particularly among the 
women’s specialty shops in the 
shopping districts, whose oppor- 
tunities for turnover cannot be 
questioned. Again I say that the 
number of smaller dealers far out- 
number the larger ones, and these 
surely deserve some _ considera- 
tions. With the purchasing power 
limited the retail business is at a 
very low ebb.” 













“Sometimes | wonder if I’m an independent operator, or a chain operator, Emma.” 
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Leather Code Near Completion 





Industry in the Goldfish Bowl! 


Washington, D. C.— 


Carrying with it some amendments, chiefly of a 
minor nature, the proposed code of fair competition 
for the leather industry entered its semi-final stages 
Aug. 21 following an all-day hearing before Deputy 
Administrator C. C. Williams, of the National Re- 
covery Administration. . 

Although there were disagreements between the 
tanners and labor, the hearing was marked by har- 
mony, the parties confining their differences to state- 
ments of their respective positions. A crowd of about 
250, made up largely of leaders of the industry and 
of labor, attended the hearing, which was held in the 
caucus room of the Senate Office Building. 

The final stages of the code were started shortly 
after the hearing when Deputy Williams started to 
study the record and confer with his advisers, repre- 
senting industry, labor and consumers, as well as the 
legal staff of the NRA. Deputy Williams will make 


Tanners, Labor and Con- 
sumers Are Represented 
as Deputy NRA Adminis- 
trator C. C. Williams Hears 
Views of Various Interested 
Parties on Code Provisions 
—Final Recommendations 
to Be Made to Gen. John- 
son, Who Will Submit Com- 
pleted Code to President. 


his recommendations to Administrator Hugh S. John- 
son who, in turn, will submit the code in its final form 
to President Roosevelt for approval. There is no 
assurance, of course, that the code will not be 
changed before it is finally approved. 

The leather industry was represented at the hear- 
ing by Louis J. Robertson, chairman of the board 
of the Tanners’ Council of America, and Willard 
Helburn, of Helburn Thompson Company, Salem, 
Mass. J. W. Byron was the industrial adviser to 
Deputy Williams, Dr. Herbert F. Fraser the consum- 
ers’ adviser, and Charles E. Persons, the labor ad- 
viser. These advisers will assist Deputy Williams in 
preparation of the final code. 

Mr. Robertson started the hearing by reading a 
revision of the code as of Aug. 20. When he had 
finished Dr. Persons and Dr. Fraser told General 
Williams that the code read was different from that 
which had been finally presented to the Administra- 
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After a Hearing in Washington 


tion and revised as of Aug. 9. Mr. Robertson ex- 
plained that the Tanners’ Council had made a few 
changes in the draft, most of which were for pur- 
poses of clarification. 

General Williams asked Mr. Robertson to explain 
why the changes had been made after the Admin- 
istration had published the code as presented Aug. 
11. He said he wanted the record to show that his 
office had not been notified of the changes. Mr. Rob- 
ertson said the council had not realized that changes 
were not permitted in that manner, whereupon Gen- 
eral Williams had him read the code as presented 
Aug. 11. 

The chief change in the Aug. 20 draft was the 
addition of a sentence to paragraph 3 of Article VIII 
reading : 


dd 

Under the foregoing provisions, 
the employers in the industry may continue the open 
shop policy under which the selection, retention and 
advancement of employees will be on the basis of 
individual merit without regard to their affiliation 
or non-affiliation with any labor or other organiza- 
tion.” 

When the code was being finally read paragraph by 
paragraph, General Williams asked Mr. Robertson 
if the industry would not withdraw that sentence. 
After a hurried conference, Mr. Robertson said the 
industry would prefer to leave it in and asked Gen- 
eral Williams if it would be more palatable if the 
words “open shop” were eliminated. 

“It is not a question of palatibility,” replied General 
Williams. ‘After long consideration you submitted 
a code without that amendment. I don’t see that the 
situation has changed any since you submitted the 
code.” Mr. Robertson then agreed to withdraw the 
amendment or, rather, not to present it, for, techni- 
cally, it had not been offered. 

Upon protest of Frank Morrison, secretary ‘of the 
American Federation of Labor, Mr. Robertson 
agreed to withdraw an amendment to Article V, the 
child labor provision of the code, which would have 
prevented employers from “knowingly” employing 
minors under 16 years. Mr. Morrison objected to 
the word “knowingly,” contending that the burden 
should be placed on the manufacturer. General Wil- 
liams concurred in this objection. 

Mr. Morrison also asked that the age limit be 
raised to 18. Mr. Robertson said that so far as he 
knew child labor in the industry existed only in 
isolated cases. He asked General Williams to let 
the decision on this point go over, a request to which 
the Deputy Administrator acceded. 

Another change was in subsection (b) of para- 





Gen. C. C. WILLIAMS 
Deputy NRA Administrator 


graph 2 of Article VI, the maximum hours and ex- 
ceptions provision, which provided that maintenance 
workers, firemen, patent leather luggers, and sorters 
of whole leather who may not work over 45 hours 
in any one week, should not be paid overtime until 
after 9 hours of work in any one day. The original 
code read 8 hours. There was no objection to this 
change. 
Neither was there any objection to the addition of 
a sentence to paragraph 4 of Article VI reading: 
“Nor shall there be evasion on the part of the 
[TURN TO PAGE 35, PLEASE] 
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Public hearing on the proposed code of fair competition for the 


N.S.R.A. Pleads for 48-Hour 


Code of Retail Competition Up for Hearing Before 
Deputy NRA Administrator A. D. Whiteside 


Washington, D. C.— 
Definite assurance that the small shoe retailer is by 
no means a forgotten man and that his difficulties in 
meeting requirements of the National Industrial Re- 
covery Act are fully understood and will be worked 
out equitably resulted from the first day of the gen- 
eral retail code hearing before Deputy Administrator 
A. D. Whiteside, of the National Recovery Admin- 
instration. 

The hearing, which was held in the auditorium of 
the United States Chamber of Commerce, started 
Aug. 22 and indications were it would run for the 
two following days, with a possibility of evening ses- 
sions so it would not conflict with the retail drug 
hearing scheduled to begin before Mr. Whiteside 
Aug. 25. 

It was on a code presented to the National Recov- 
ery Administration Aug. 5 by retailers, excluding 
food, grocery and drugs. The associations which 
sponsored the code were National Shoe Retailers’ As- 
sociation, National Retail Dry Goods Association, Na- 
tional Retail Furniture Association, National Retail 


Hardware Association, National Association of Retail 
Clothiers and Furnishers and Mail Order Associa- 
tion of America. 

Most significant from the standpoint of shoe re- 
tailers was the suggestion made by James H. Stone, 
manager of the National Shoe Retailers’ Association, 
and endorsed by several other representatives of shoe 
and other retailers, that a work week of at least 48 
hours be provided for retailers in towns of less than 
10,000 population as well as in towns of more than 
10,000 population if the stores are located in outlying 
or “neighborhood” sections where trade conditions 
are different. 

“Most of these retailers do a very small volume 
of business,” said Mr. Stone, “and it is necessary for 
stores in smaller towns to be open longer than those 
in larger towns. This is true, also, of the ‘neighbor- 
hood store,’ many of which are open every night 
until 10:30 and until midnight on Saturdays. 

“The 60-hour week is common in more than one- 
half the shoe stores of the country. A reduction to 
48 hours a week for employees would throw a heavy 
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leather industry in the Senate Office Building, Washington, August 21 


Work Week in Shoe Stores 


burden on them. To reduce hours to 44 or 40 a week 
would ruin many.” 

As the code was submitted Aug. 5 it provided for 
a 40-hour week, with a 48-hour week for outside 
salesmen and deliverymen and maintenance employees, 
with additional exceptions at Christmas and other 
peak periods. An amendment submitted at the start 
of the hearing by Lew Hahn, president, Retail Dry 
Goods Association, in behalf of the six associations 
subscribing to the code, provided for a general 44- 
hour week, with a 48-hour week for employees in 
establishments in towns of less than 10,000. 

Mr. Whiteside opened the hearing by reminding 
those present that it was the first public hearing on 
trade, as distinguished from industry, ever held in 
the United States. 


eT i bite a 
he decision which will be 
made as a result of this hearing will affect not only 
the 429,121 storekeepers whose investment is less 
than $500, whose stores are the centers of the com- 
munity life in thousands of villages, but those great 
department stores which are cities within themselves 
in metropolitan centers,” he said. 

Before recessing the hearing Aug. 22, Mr. White- 
side spoke of the difficulties facing the small retailer 
operating a one- or two-man store and asked the 


association representatives to give great thought to 
his problem, which Mr. Whiteside declared was one 
of the biggest which would have to be considered in 
connection with the code. 

He then introduced Administrator Hugh S. John- 
son, who declared “This is one of the most signifi- 
cent hearings we have had, and one of the most sig- 
nificant codes.” ‘The National Industrial Recovery 
Act, he said, lifted the inhibitions on cooperation and 
is designed to remedy a condition which has become 
intolerable and cannot be long continued. 

He pointed out that men cooperating are at the 
mercy, if they make sacrifices, of men who will not 
cooperate. 

“But there is a worse class,” he added, “those who 
seem to cooperate, but do not.” 

“We have to devise some method to protect you 
men who are moving forward here and have come 
here to make sacrifices, to protect you from the men 
who won't, or from the men who say they will do it 
and then do not do it,” said General Johnson. 

“The device that we have adopted is the Blue Eagle. 
It is the insignia of cooperation displayed in a man’s 
window; it means that he is doing these things that 
all of his fellows are doing, and that he has agreed 
to do them and that he is doing them. Now, then, 

[TURN TO PAGE 36, PLEASE] 

























A suggestion for a shoe in a Chinese trend. 

Characteristic, clog-like heel with a rounded 

toe and a bit of Chinese design in the coin 
and numeral detail. 
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The Paris Openings 
feature two new trends, 
the Chinese Silhouette 
and “Lady Lou” 





News from 
across 


the Sea 


[, the dressmakers openings 
which have just taken place in Paris, the big news is 
the rivalry between two silhouettes . . . the Chinese, 
pagoda-like line and the Lady Lou silhouette of 1900- 
1910. We are suggesting these two new trends on 
these pages . . . with a shoe in the spirit of each sil- 
houette. 

The Lady Lou idea (see the elegant lady at the 
right) is a “period” fashion, a featuring of pre-war 
elaboration. It is credited to the popularity in Paris 
of two period films—Mae West starring in “Lady 
Lou,” a picture of 1910, and Noel Coward’s ‘“Caval- 
cade.” Paris designers, who hate to give any credit 
to Hollywood, say the inspiration came from two art 
exhibitions of pre-war pictures. So take your choice. 
The reason behind it, we think, is the desire to make 
clothes really look like clothes and to so justify higher 
prices. We must give the ladies something that looks 
the money, so the argument runs. 

In its extremes the Lady Lou fashion means ultra 
feminine curves. High bust. Small waist. Princess 
lines. Accented, mermaid-like hips. It means rich 
fabrics. Elaborate trimmings. Big hats. Feathers. 
Frills. Furbelows. 

Lady Lou has grand possibilities as a promotional 
fashion, if kept in its proper place as a late afternoon 
and evening mode. The big trouble is that Lady Lou 
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fashions, like the Eugenie hats of several seasons ago, 
are likely to get out of hand and break out in the 
wrong place and at the wrong time. So in playing 
up the Lady Lou idea, we say, play it carefully. Play 
it for afternoon and evening only. Play it now, and 
don’t expect it to last too long. 

The chief exponent of the other school of thought 
in the Paris openings is our old friend Schiaparelli. 
She turned to the Chinese idea, she says, because 
Chinese art is so close to our modern idea. Simple 
lines. No fussiness. Straighter clothes. Little stand 
up collars. Tunics. Little cuffed mandarin hats. 
Clear Chinese colors—bright red, green, clear blue. 
Lots of gold in trimmings. Chinese embroideries. 
This Chinese idea belongs chiefly to the street mode, 
the daytime mode. It need not necessarily, therefore, 
conflict with Lady Lou of the afternoon and evening. 
You can pay attention to them both at the same time. 
They make a good contrast. 


And now we are summarizing 
other developments in the August Openings—in 
information taken from our Paris reports, analyzed 
particularly in its relation to shoes: 

THE SILHOUETTE. In general, shoulders not 
so exaggerated but with trimmings still extended out 
and up. This line sometimes repeated in peplum 
trimmings on hips. Much emphasis on hip line day 
and evening. Necklines for day and some dinner 
dresses extremely high, often right under chin. Day 
skirts somewhat longer. Eight to 10 inches from the 
ground. Afternoon skirts to ankle. Evening skirts 
touch floor or raised one inch in front. The most 
radical evening skirts are slit up front or side. The 
evening line in general dipping to back, with low 
placed flares-and flounces often trailing on ground. 

This silhouette news indicates continued importance 
for the high’ cut line in daytime shoes. In evening 
slippers it means concentration of design interest at 
the front of the shoe. 

COLORS. Green, the high light color for daytime. 
Many shades—grass, spinach, emerald, olive, sage, 
almond. Important development darker gray coats 
and dress with matching furs. All browns, with 
emphasis on copperish, reddish shades. Some rosy 
henna. “Amadou,” a true copper shade, featured. 
Blues in navy, slate and royal colors. Reds in both 
scarlet and wine. Many violet, purple shades day and 
evening with Patou’s “wild blackberry” or deep plum 
featured. Black as always. Black and white for 
afternoon. Black and pink for evening. 

With the greens in clothes it is a toss up between 
black, brown or gray shoes (a few dark greens if you 
must). This gray emphasis in clothes means a carry 
on of gray shoes for Winter and points to more gray 
for Spring. Watch the rust and copper shades in 
[TURN TO PAGE 40, PLEASE] 














































—And here is a shoe we took from the pages 
of the Recorder in the pre-war days of 1910. 
Everything very “Lady Lou” with its lattice 

cut outs and jet trimming! 
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F or several years back, 
men’s shoe manufacturers have been displaying a 
great deal of ingenuity in the creation of typically 





A smartly styled wing tip pattern 

in black or brown calfskin, carry- 

ing a substantial sole and leather 
heel, with Stormwelt. 


Sam 


The Blucher pattern lends it- 

self admirably to Winterweight 

shoes like this number with 

straight tip, pinked and per- 
forated. 
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Rough Fall Fabrics Favor 


Opportunity to Increase Winter Men's Shoe Volume Seen in 
Promotion of Heavier Oxfords, Having a Distinct Style Appeal 
This Season in View of the Fall Trend in Clothing 


Summer shoes—lightweight types, sport numbers, 
smart combinations of leathers and colors. This is a 
logical development, well calculated to promote vol- 
ume, in the Summer season. But the question arises, 
what about Fall and Winter? If it’s possible and 
practical to develop lightweights for Summer, why 
not heavyweights for late Fall and Winter? Isn’t it 
really necessary to work along this line if we are to 
have a distinct contrast beween Summer and Winter 
shoes for men, and thus maintain a sharp distinction 
that will make men think in terms of the right shoes 
for the season, instead of just buying another pair 
to wear as long as there’s any wear left in them? 

As a matter of fact some manufacturers and some 
retailers made considerable headway last year in pro- 
moting Winterweight shoes. There are indications 
that the movement will gain increased momentum in 
the coming Fall and Winter. Merchants will have 
need of new sales arguments, new appeals for their 
advertising and window publicity. 

The fabric trend for Fall in men’s apparel is dis- 
tinctly favorable to the promotion of stouter shoes, 
featuring grained uppers and carrying substantial 
soles, Stormwelts, Stoutwelts, and the new scored 


Left, above: Fancy stitching is 

the chief decorative feature of 

this stout oxford in heavy brown 
or black calfskin. 


Right, above: A real brogue 

number with all the trimmings 

and square toe, heavily pinked 
and perforated. 
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| Stout Shoes 


By 
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iain welting that has recently been introduced. Rougher 
tue fabrics are being featured in men’s suitings for Fall. 
itl The trend had its inception in the colleges, but it is 
iit destined to influence the whole fashion picture for 
pair Fall in men’s apparel. Cheviots, Shetlands, flannels, 


Saxonies, tweeds and homespuns will have an im- 
portant place in men’s clothing, in browns, greens, 


some , ‘ ’ : E ; 
pro grayish blues. The season’s styles in clothing will 
» el afford plenty of opportunity to promote brown shoes, 
men as well as blacks, and most shoe stores are planning 
hoe to push browns energetically. Another effort to build 
. up volume sales. 
their , . 
Most of the manufacturers of men’s shoes have 
dis recognized this trend by putting some of these heavy- 
aia weight numbers in their lines and by the time snow 
’ . . . . . 
ntial flies, we believe the more aggressive retailers will be An unusual pattern treatment 
promoting them vigorously in advertising and window in grained leather, carrying the 
ored Ronhaue : We beli ede meee : sa at new scored welting which is 
displays. e believe it 1s a deve opment that every one of this season's style devel- 
store selling men’s shoes should consider seriously. opments, 


Left, above: Another square toe 
number, developed in Scotch 
grain, and especially appropriate 
for the new rough Fall suitings. 





Right, above: A straight tip 
Blucher in Scotch grain in which 
the stitching and the plain 
stitched welting are the distinc- 
tive features from the stand- 
point of style. 


Scotch grain moccasin, carrying 

heavy sole and built for stormy 

weather or Winter wear by 

those who prefer the comfort of 
this type of shoe. 
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_ After Signing Code, What Next? 


Look out for the runaway 
emotionalism of the public. It is going to find expres- 
sio’ through ‘local public opinion developed by the 
hysteria of rumor and the rancor of individuals. 
Vigilance and common sense on-the part of the mer- 
chant are needed. It is said that 20,000,000 women 
will organize a door-hell campaign to see that “eagle” 
shops are patronized and no others. Naturally, indus- 
trial recovery will not come unless the nation gets be- 
hind it but the merchant must be convinced that it is 
for his good as well as the country’s good. 

Every merchant, everywhere, knows by this time 
that he cannot do business without the Blue Eagle. 
Under the Blue Eagle he has certain obligations to 
employees in hours and wages. These he must fulfill 
or else he will suffer what Hugh S. Johnson terms 
“economic death.” He must abide by the absolute 
letter of the code for if he doesn’t, he may suffer both 
physical and financial defeat. 

In some cities there has been summary action taken 
by groups of consumers that almost indicates the 
“spirit of the Vigilantes.” In one city, a small size 
mob forced all of the stores to close by a fixed hour 
—as if the intent of the Government was a restriction 
of store hours. But the opposite is urged—more store 
hours less worker hours—for it will mean more 
people employed if stores are kept open. 

The attitude of the public today is something to 
watch with extreme care. It has reached a pitch 
bordering on fanatical evangelism. Is this hysteria 
or something deeper? There is no question but what 
the American public has been stirred to a passion 
over this idea of increasing the purchasing power 
through shorter hours and higher wages. 

In the City of New York alone, the complaints that 
have been filed to date of evasion or supposed evasion 
of the Blue Eagle code would keep a committee of 
trained investigators busy for months. In many 
cases the store owner himself doesn’t understand that 
he signed a contract with the Government for he 
believes that he can modify it to the extent of the 


conversations he has overheard in his trade associa- 
tions or in his daily contacts. In some cases the clerks 
themselves file complaints—openly or anonymously— 
in the belief that they are in the right and the mer- 
chant is in the wrong. 

This week’s signing of the retail composite code, 
including shoes, will—we hope—prevent further mis- 
understanding but in many cases the public and the 
clerks will think it strange that there should be a 
difference between a general blanket code and the 
particular retail shoe code. The retail shoe code gives 
a few more advantages to the merchant—but in the 
process of telling the public there is bound to be 
confusion. 

But the extremely important thing is more than 
just the word and action of the code itself. There 
has been organized in Washington a Consumer’s Ad- 
visory Board. Mrs. Roosevelt herself said: 


ad 

—_— must learn 
to defend themselves against too sudden and 
too high a rise in prices of the things they buy. 
Prices have got to go up but not too soon, nor 
too much, and on some things there is no reason 
or justification for any increase in prices. Pur- 
chasers can best protect themselves by dealing 
with those vendors who do not increase their 
prices beyond the real difference occasioned by 
increased costs of production, and reporting 
those who do, if upon inquiry and investigation 
they find they are being imposed upon.” 

It is true we do not want to see the return of 
profiteering. We do not want to see the prices of 
old inventories boosted to a point that cannot be 
explained upon investigation by the Consumer’s 
Board. And yet there must be increases or else the 
structure of industry falls down. Merchants in the 
market for today’s shoemaking must pay so high a 
price that the step-up on new goods would frighten 
[TURN TO PAGE 59, PLEASE] 
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LIGHT WEIGHT 
CALF ~ 


THE 


“Carmela” . . . one eye- 
let tie, 18/8 heel, Jill 
Jetta calf, black lizard 
collar and trim, light 
grey kid piping. 


Palter-DeLiso, Inc., 
New York 


THE OH 


nS 


WORLD'S FINEST BLACK CALF 


Black » » » the mode for fall 


After a colorful summer of foot-dress, the natural demand for 
contrasts will express itself in lustre black. 


The shoe stylist, whether merchant or manufacturer, finds full 
play for his decorative art in fancy stitchings, perforations, and 
contrasting overlays on the rich lustre background of JILL 
JETTA light weight calf. 


This fine, supple, mellow tannage gives to the pattern a beauty 
of style refinement which makes the shoe a delight to the 
eye of quality-minded women. On being fitted, they will be 
quick to note the comfort of this fine and dainty calf leather. 


Its shape-holding feature, perfection of break, and mellowness 
will keep the customer well satisfied with her purchase, all to 
the enhancement of the store's reputation for values and service. 


JILL JETTA calf is ideal for women's dainty turns, welts, or 
compos, and for children's dress shoes. Its companion in the 
heavier weights for men's fine shoes is JACK JETTA. 


Swatches sent on request. 


GIRARD 


1O LEATHER Coe 
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Speed Spending in September 


A Promotion Plan to Arouse Buying Interest 


in Your Community by an Appeal to Patriotism 


The success of the 


Government’s reconstruction program will finally de- 
pend upon the increase in buying by millions of indi- 
viduals. The tremendous interest and sympathy for 
the program of the new deal—the spirit of hope and 
faith that abounds everywhere—must be translated 
into active support by millions of loyal Americans. 

The public must be made to feel keenly conscious 
of the important part it has in the success of the new 
deal—to endorse and practice patriotic purchasing— 
not merely to benefit an individual store, but to give 
the final and essential upward impetus toward pros- 
perity for all. 

We all like slogans—a pertinent paragraph can 
do much to stimulate action. Tur Boot anp SHOE 
RECORDER offers several timely suggestions that may 
be used in ads and in show cards by your store, and 
also a contest plan to arouse the interest of your entire 
community in patriotic purchasing. 

While the slogans and paragraphs suggested may 
be used by the individual store, we advise that the 
slogan contest be sponsored by the local Chamber 
of Commerce or newspaper. The idea must be 
heralded in a broad way, with no evidence of the 
participation of any store as an individual, which 
would cause suspicion of selfish interest. 

The idea presented in this single ad-layout can be 
built up into a very complete campaign, extending 
over a period of several days, particularly where the 
submitted slogans are published in the paper with a 
“story.” The slogans might be copied and posted on 
a billboard or in a window in a prominent place (a 
good plan if yours is a weekly paper). 

If desired, prizes may be awarded, thought we feel 
that the honor of having winning slogans (the best 
three) sent to Washington will have a story appeal. 


The committee of judges can be included in the an- 
nouncement and follow-ups. 

The public has been told through August sale ad- 
vertising that prices will be higher in September. 
This was good promotion for August, tending to in- 
duce people to buy ahead of the price rise. To a con- 
siderable extent it has induced people to stock up on 
needed merchandise for Fall. Therefore there is 
danger of a reaction unless increased sales pressure 
is put forth in September to maintain and increase 
retail volume. 

Customers are wondering just where prices are 
going, and are expecting to see higher levels next 
month. Skillful merchandising will be required to 
meet the situation and avoid price resistance. We 
believe the best policy now is to stop talking price for 
the time being at least, to stress merchandise values 
and the service element in shoe fitting and to resort 
to sectacular sales appeals based on some theme that 
can be counted on to stir the imagination. The 
patriotic appeal outlined in this slogan contest is along 
that line. 

How far will customers be influenced by a patriotic 
motive in buying merchandise, and especially. when 
they are being asked to pay higher prices? Many 
merchants, on the basis of past experience, believe 
that results to be expected from a patriotic appeal 
will be almost negligible. But it must be kept in mind 
that this is an unusual time, when the public is aroused 
as never before to the necessity of united action. And, 
since all prices are advancing simultaneously, and 
wages are being advanced also, there will be no ad- 
vantage gained by the consumer in delaying his pur- 
chases. The situation is favorable from every stand- 
point for spectacular publicity, based on the patriotic 
appeal. 
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Every purchase made now helps to restore national 
prosperity. 
* 
Patriotic Purchasing will make the wheels of progress 


turn faster. 
* 


Push the prosperity program with your purchases. 
* 


Buying increases employment, employment assures 
prosperity. 
* 
Back up your confidence with your cash. 
* 
To buy as freely as finances permit is the patriotic 
duty of every American. 
* 


The success of the new deal depends upon the co- 
operation of everyone; be a patriotic purchaser. 
* 
To support the President in his program of progress 
we should buy as freely as we can. 
* 


Today’s patriotic purchases pave the way to a bright- 
er tomorrow. 
* 
Unless we buy, stores cannot sell. Unless stores sell, 
factories cannot run. Unless factories run, recov- 
ery cannot come. Until recovery comes, we all 
lose out. 








The wheels of industry are turning! The new codes 
assure fair profits and fair wages! But the success 
of the government’s great prosperity program depends 
finally upon purchasing keeping pace with production 
—through compelling slogans we can arouse every loyal 
Amercian to his opportunity and obligation to join the 
patriotic purchasers who are discarding things worn or 
obsolete for new. 


SEND IN YOUR SLOGAN TODAY! 


Your slogan may be five or twenty-five words-—the briefer the 
better—but be sure it has persuasive power to compel attention, 
interest and action! 


HERE ARE EXAMPLES: 


Patriotic Purchasing Promotes Prosperity. 

| buy—you buy—we buy—and bid the depression “bye bye!” 

Support President Roosevelt’s recovery program through patriotic 
purchasing. 


You may send in as many slogans as you wish. All 
slogans received will be published daily. A committee 
of prominent citizens will be the judges. The winning 
slogans will be sent to Washington with the suggestion 
that they be used in a “National Prosperity Campaign.” 


PRINT YOUR SLOGAN WITH YOUR 
NAME AND ADDRESS AND MAIL TO— 


Name of paper or organization 


SLOGAN SUGGESTIONS 






Join the patriotic purchasers who are discarding the 


worn and obsolete for new. 
aa 


The finest patriotism today is that which prompts 
us to spend freely—thus proving our faith in our 
country is as great as Roosevelt’s. 

* 

Let all who earn more, spend more; it’s the circulat- 
ing dollars that create increasing prosperity for 
all of US. 

ok 

Roosevelt has reversed the vicious circle that de- 
creased employment; now it’s up to all of us to 
speed prosperity through patriotic purchasing. 
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Blue Eagle 





Novel and Attractive Display Ideas Make NRA Insignia Effective 


for Store Windows and Newspaper Advertising 





This built-up platform in red, white and blue makes an 
effective shoe display stand 


Judging from present indications 
the blue eagle will be roosting around the shoe stores 
of this country for some time to come. The least 
the shoe man can do for such a popular bird is to 
provide him with a proper nesting place. Since he’s 
here to stay, why not give him the best the place 
affords? If we do that, it’s fair enough to assume 
he'll show a spirit of appreciation and do something 
for us in return. 

The blue eagle insignia was designed by the United 
States Government for the exclusive use of those who 
join in the NRA program by signing the President’s 
code, commonly known as the blanket code, or some 
specific code for an individual industry which has 
received the approval of the NRA. Penalties are pro- 
vided for its use by anyone not properly entitled to 
display it, for as General Hugh Johnson, National 
Recovery Administrator, has declared, “The blue 
eagle is an honest bird.” Once you have signed the 
blanket code or a code that has been approved for 
your industry, and complied with its requirements, 
the Government permits, and indeed encourages, a 
very wide latitude in the use of the insignia. It may 
be used in window displays, in newspaper advertising, 
on stationery, letterheads or any of the advertising 
material of your store. 


The Government supplies the original poster of the 
insignia and then authorizes various printers, en- 
eravers, etc., to reproduce the emblem for those who 
have complied with code provisions. Once the NRA 
plan was in effect advertising men, window display 
men, artists and specialty houses that create window 
material lost no time in devising novel and attractive 
ways of displaying the eagle with its significant 
legend “We Do Our Part.” The Government isn’t 
concerned with how the insignia is displayed, once 
you have earned the right to display it by signing up 
under an approved code. On the contrary its ef- 
fective use is encouraged, for in this way the mes- 
sage is spread the more effectively and the public is 
encouraged to participate in the campaign by support- 
ing NRA member stores. 

The obvious thing, of course, once a merchant has 
signed the code, is to display the eagle by pasting the 
hig poster in the store window or giving it a promi- 
nent place in the window display. Most shoe stores 
have already done that. It is interesting to note, how- 
ever, that many stores, after they have gone to the 
expense of compliance with code provisions, have 
minimized the value of the emblem by placing it in 








The window was blocked off in black paper and the blue eagle 
cemented on the glass. An electric fan kept the flag waving in 
the illuminated space behind the eagle 
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to add to her Autumn ensemble shoes made 


of Tandrite Calf. Her eye is irresistibly at- 
tracted by Tandrite’s lustrous finish and 
modish appearance. 

Offered in all the shades and colors that 
Fashion decrees for Autumn; made by a 
process exclusive in many details, Tandrite 
Calf combines close grain, pliability, dura- 


bility, deep, glowing color and exceptional 


Shoe by Schwartz & Benjamin, comfort. 


Inc., 134-142 Noll Street euis 
Brooklyn, N.Y. Hubschman’s Show your feminine patrons shoes of 


Tandrite Calf, color No. 835. Tandrite Calf. 


E. HUBSCHMAN & SONS, INC., PHILA. 


TANNERS OF FINE CALF LEATHERS 


TANDRITE CALF 
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the back of the window or in some other inconspicuous 
place, or by using only the small stickers instead of 
the larger posters. Alert and progressive stores, on 
the other hand, are playing the eagle up most effective- 
ly, not only to the advantage of their business but to 
the enhancement of their windows from the stand- 
point of appearance, interest and general attractive- 
ness. 

The eagle lends itself to effective use in windows 
and store decorations. It is bright, colorful and at- 
tractive, from the appearance standpoint. But it 
means a great deal more than that. More and more 
as the weeks go on, the public will want to know 
what stores are backing up the President’s recovery 
drive. To show the eagle, and show it prominently, 
will be a distinct asset to any business. The original 
card and poster supplied by the Government and is- 
sued to every store that signs the code will soon be- 
come soiled and shopworn and will have to be re- 
placed with bright new posters, which can be pur- 
chased from various sources. Or some cleverly 
worked out display idea which makes effective use of 
the eagle insignia can be substituted for the poster. 

Already enterprising supply houses are offering a 
great variety of stamps, stickers and posters bearing 
the blue eagle insignia, and the latter has been re- 
produced in plaster of Paris statuettes and other 
novelties that can be purchased and used in displays. 
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NRA 
The Presidents Code 
wf Our Code 


We do our part willingly by com- 
plying with the provisions of the 
President's code to relieve unem- 
ployment, restore purehasing pow- 
er and promote mational recovery, 





At the same time we remain stead- 
fastly lcyal to our code of fair 
play with our customers,That code 
stands unsvervingly for quality 
of merchandise, fairness of price, 
courteous and painstaking service, 
plus the principle that here 


THE CUSTOMER COMES FIRST 











A window display card embodying the NRA insignia 
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tO) SS 
WE DO OUR PART | 


An. effective platform display of shoes 

















The ingenious display man can work out an endless 
variety of interesting display ideas with the use of 
such materials. In the accompanying illustrations we 
suggest some ways in which the eagle is being shown 
in windows which have come under the writer’s obser- 
vation. Through such original methods the interest 
of the public can be maintained, whereas the poster 
itself will tend to become so familiar after a certain 
length of time that it will lose some of its display 
value. 

The use of printed stamps or stickers on packages, 
letterheads, direct mail material, etc., is permissible 
and many stores are getting valuable publicity by 

[TURN TO PAGE 40, PLEASE] 











Boot AND SHOE RECORDER 
combining THr SHOE RETAILER, August 26, 1933 





PRODUCTS SELL BEST 
WHICH OFFER PROOF 


OF SOUND VALUE 


It was our experience to be present while pur- 
chases were being made in a large store. The 
management had reckoned well with public 
opinion. Stock looked fresh. It was well dis- 
played. Prices were attractive. Sales people 
were attentive. We asked a customer we knew 
if there was another store of the kind in town. 
“Oh yes, but they sell cheaper merchandise.” 
The reply was convincing that products sell 
best which offer proof of sound value. 


KISTLER BENCH BRAND’ 
SOLE LEATHER 


always shows proof of sound value in service. 
We have developed a “Balanced Tannage” 
which turns the leather substance.into a per- 
fectly “balanced” leather in respect to utility, 
durability, moisture-resistance, thickness, flexi- 
bility, color and finish. It is a good practice to 
specify sole leather as is done with other de- 


tails of shoes. Specify Kistler “BENCH. 


BRAND.” Don’t pay the penalty of poor sole 
leather. 





PUBLIC OPINION 
IS A FORCE TO 
BE RECKONED 
WITH 








A SELLING SUGGESTION 


When a shoe bottomed with Kistler “BENCH 
BRAND” Sole Leather is being tried on it will 
prove good selling strategy to say—‘‘The sole 
leather in that shoe is the finest American tan- 
nage. It is a cool leather for hot days, comforting 
on cold days and health-protecting on damp 
days.’’ When a person knows what he is buying 
little time is consumed in purchasing. 


This chart represents a side 
of leather. The part used for 
KISTLER “BENCH BRAND” 
SOLES is about 13% of the 
whole side. 





KISTLE 


ee) 


FOUNDED 1840 


BOSTON:MASS: 
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It looked like the whole East Side had rallied round when T. H. Tenzer's prize contest closed on July 17th. They had to call out the 
police to save the store windows, as 700 eager, excited youngsters crowded the street. 


Contest Sells 614 Pairs of 


C Sh How an East Side Shoe Store 
Increased Its Sales Many Times by 
an Vas O¢s Well Planned ecules 


A cold wintry morning 
in January on the East Side of New York, with push- 
cart peddlers standing around fires in tin cans to keep 
their hands and bodies warm. It was 11 o'clock when 
Alan Harquail, representative of the United States 
Rubber Products, Inc., called on T. H. Tenzer, shoe 
merchant, of 82 First Avenue, to interest him in a 
line of rubber soled canvas footwear. Mr. Tenzer 
looked over the line and finally decided that he would 
have to handle cheaper goods, as competition in his 
neighborhood was keen. Further, he argued canvas 
shoes were never a profitable item. Perhaps it was 
hard to visualize the profits on a line of Summer 
footwear on a day like that. 

Mr. Tenzer finally asked point-blank : “What can I 
do this Summer to bring the boys to my store? How 
can I get this plus canvas shoe business?” Mr. Har- 
quail explained the Keds Contest idea, showed him 
pictures of windows, and also an article in Boot AND 
SHOE ReEcorperR, describing in detail how one uptown 
progressive dealer made a go of it last year. Mr. 
Tenzer was not quite sold on the idea, but he placed 


a small order, anyway. His store manager, Sam Gold, Here’s the window display that captured the interest of the East 
[TURN TO PAGE 40, PLEASE] Side boys and girls. 
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More Than Good Style 
in Uptown Shoes: -: - 


The good style and fine fit of Uptown 
shoes is backed up by inimitable qual- 
ity in footwear in Uptown’s popular 
price range. In this high grade spe- 
cialty line of men’s fine shoes, there’s 
a broad style selection and a width 
and size range to fit every foot. All 
styles carried in stock. 














‘ile my 
Uptown 
Shoes 


Sor the Men About Soun 
¢ =~  ROBERTS,JOHNSONSRAND 


@Branch.of international Shoe C 


ST. LOUIS, Mo. 


No. 1733-1 Black Calf 
wing tip lace oxford. 
Fordham Last. Widths 
A to D. 






sath 


A STAR BRAND SHOE 
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Customer Control Still Effective 


Gude’s Los Angeles, Use System to Trace Trade Tendencies 


by 
J. EDWARD TUFFT 


;—" use of customer 
control system, a system which had been temporarily 
abandoned because of the business depression, Gude’s, 
Inc., Los Angeles’ largest shoe store, recently sold 
100 dozen pairs of hose in one week at a total cost 
of $196, no price appeal being involved, and the hose 
selling at a figure well above the average figure now 
being paid for hose in the Los Angeles area. The 
price was 95 cents per pair. 

The mailing went to 10,000 credit customers whose 
names were on the books, Miss Ruth Hamilton, ad- 
vertising manager, wishing to learn if possible how 
many of the 10,000 really had dropped away from the 
store’s actual credit clientele. While the percentage 
of response was below that of a few years ago, 
yet with the mailing cost kept down to the rea- 
sonable figure, less than 2 cents per item, the results 
justified the expenditure and showed Miss Hamilton 
that established clientele is still a store’s greatest as- 
set. Low cost of mailing, keeping within the 1-cent 
postal cost, is thought very essential by Miss Hamil- 
ton. With the return of general prosperity Miss 
Hamilton expects to put the customer control plan 
used for so many years back to par operation. 

Application of the customer control system a lit- 














Name 
Address 
Former Address 

Why I Am Not Using My Charge Account At Gude's 

| PLEASE CHECK} 

Paying Cash Service Merchandi 
Discourtesy Unkept Promise Delivery 
Remarks 











Postcard used by Gude’s in checking up on inactive accounts, 

sent to 1300 families in an effort to learn the causes of the 

inactivity. It was learned that fully half of the names were 
cash customers of the store. 


tle earlier, with times not normal, but only partly nor- 
mal, showed big results. 

In checking up on inactives, post-cards were sent 
to 1300 families in an effort to learn the causes of 
the inactivity. More than 20 per cent replied, 261 in 
all. Of this number 34 were classed as “serious com- 
plaints.” It was learned also that fully half were 
cash customers of the store. The names of all such 
were recast in the machine-made plates. 

Those with complaints were asked to come to the 
store, and practically all came. Each case was gone 
into and practically all were satisfactorily adjusted. 

The total cost of this campaign was $63 (not count- 
ing labor in this case) and in two months’ time these 
former inactives had made purchases totaling $5,278. 
In one department alone purchases totaled $3,241. 
The cost was spread among the departments in pro- 
portion to results obtained. Exactly 24 per cent of 
the people contacted made purchases. Seventy-five 
per cent of those replying to the card made compli- 
mentary remarks. 


I, an effort to 
acquaint women with the fact that children’s and 
men’s shoes in the same makes as those they had 
themselves bought were obtainable at Gude’s, Inc., 
a letter was sent to 2000 cash customers and 2500 
credit customers. Information was sought on “other 
members of the family.” About 1700, or 38 per 
cent replied. Nine hundred of these said “growing 
boy.” A second letter on specific merchandise went 
to these 900. Increased volume in the men’s and 
boys’ department was immediately apparent and is 
still evident. 

Miss Hamilton presents six main arguments for 
customer control. They are as follows: 


1. It acts as a stimulus to learn first hand just what 
your customers think of you. 


2. It gives a chance to run down and correct com- 


plaints. 


3. It gives a chance to spread a family’s pur- 
chasing power out over all departments. 


4. It gives a line-up on the customer’s buying 


habits. 


5. It gives an effective mailing list for all purposes. 


6. It gives an effective medium for promoting the 


semi-annual sale and other special events. 
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Leather 


employee resulting in a reduction in 
the amount of hourly or piece-work 
production.” 

Mr. Morrison also asked that the 
word “knowingly” be eliminated from 
an amendment to paragraph 6 of Ar- 
ticle VI. The paragraph was amended 
to provide that no employee should 
“knowingly” be employed or permitted 
to work for one or more employers in 
the aggregate in excess of the pre- 
scribed number of hours. Mr. Robert- 
son asked that the Deputy defer deci- 
sion on this request, which he did. 

An amendment to Article XIII, cov- 
ering trade terms was read by Mr. 
Robertson without objection. This 
merely clarified the original language 
of the article. 


Good Employment Record 


A defense of the code was made by 
Mr. Helburn, in behalf of the industry. 
He pointed out that the industry had 
made a good record during the depres- 
sion and that employment and wages 
had held up better than in most indus- 
tries. The exceptions in the code, 
exempting certain workers from its 
provisions affected only about 6 per 
cent of the total workers, he said. 

“We propose to increase employment 
by cutting our week to 40 hours,” he 
said. “In no year, good or bad, except 
at the very bottom of this depression 
have we worked less than 44.9 hours 
weekly. There is a slow improvement 
in the technology of the industry, which 
has displaced about 1% per cent of 
the workers per year. 

“Allowing for this, the 50,000 that 
we employed to produce the 1929 out- 
put would now be 46,500. If we now 
return to that level of production, we 
shall under the code employ 53,000, an 
increase of 6500 or 14 per cent. 

“We shall absorb our full prosperity 
quota, including our technologically un- 
employed, and take in about 6 per cent 
besides. If our production runs only 
at the level of May and June, we shall 
employ 46,700, of whom over 5400 will 
be taken on solely as a result of the 
shorter week.” 

By cutting the work week to 40 
hours, with the same weekly pay, he 
said, the industry proposed to raise its 
hourly wage rate 25 per cent. 

“By setting a minimum of 32% cents 
in the North and 30 cents in the South, 
we raise the rates of at least 7 per cent 
of our workers, more than 26 per cent,” 
Mr. Helburn said. “In the South the 
increase in minimum is so great as to 
increase average hourly rates one-third 
and to set them 7 per cent above 1929. 

“Without including advances over 
$30 per week, the amount of which we 
cannot compute, we shall raise our 
average hourly rates, under the code, 
at least 25 per cent. Our women will 
receive 2 cents more rer hour than they 





[CONTINUED FROM PAGE 15] 


did in 1929, and because of the decline 
in the cost of living, 20 per cent more 
than in 1929 in weekly purchasing 
power. The hourly rate for men will 
be within 1 cent an hour of 1929 and 
they will receive 10 per cent more than 
in 1929 in purchasing power. 

“Weekly earnings of our employees 
will average $4.25 above April 1 and 
over 10 per cent above 1929 in purchas- 
ing power. At one stroke, this code 
proposes to reduce our hours of work 
to the lowest level of depression, and 
raise our real wages to the highest 
level of prosperity.” 

Altogether, Mr. Helburn said, the in- 
dustry will add from $8,000,000 to $20,- 
000,000 to its $35,000,000 payroll as of 
April 1. 

He said it was a difficult task to at- 
tempt to write a charter for an indus- 
try in three months. Such a task also 
has its dangers, he said. 

“It is all too easy for men of good 
will, sharing in a stirring effort to 
meet a national emergency, to make a 
generous gesture that may upset bal- 
ances, wreck enterprises and defeat the 
ends that it sets out to attain.” 


He pointed out that cost increases . 


must be added to the price of articles 
produced by the industry, adding that 
the industry has had few profits with 
which to absorb increased costs. The 
price to the ultimate consumer must be 
considered, he said, because leather 
substitutes are widely used when the 
price of leather becomes too high. 

“We appear here as a united indus- 
try,’ Mr. Helburn concluded. “We 
have compromised our own differences, 
made our own sacrifices to arrive on 
common ground in a broad and simple 
code.” 


Consumer’s Adviser Satisfied 


Industrial Adviser J. W. Byron fol- 
lowed Mr. Helburn, declaring that de- 
liberations on the code had _ been 
marked by a desire to carry out the 
wishes of President Roosevelt. He told 
General Williams he felt the code was 
“very fair” and recommended it to 
his consideration. 

Consumers’ Adviser Fraser declared 
the code was very fair from the stand- 
point of the consumer. He said he was 
particularly pleased with the code’s 
condemnation of monopolies. 

“There is one thing, however, that I 
should like to see,” Dr. Fraser con- 
tinued. “That is adoption of a uni- 
versal cost accounting system.” 

He said it was not desirable that 
prices be raised beyond what was de- 
manded by the increased labor costs 
occasioned by the code. If prices are 
unduly raised, he said, such action 
would defeat the purpose of the code. 
He asked Mr. Helburn if any estimate 
had been made as to the increased costs 
as a result of the code. Mr. Helburn 
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Code Near Completion 


said a conservative estimate was 4 per 
cent, based on a 25 per cent increase 
in labor costs, but that actually the in- 
crease probably would be higher. 

Labor asked for shorter hours than 
the 40 and 45-hour weeks proposed in 
the code, one group demanding a 30- 
hour week and another a 35-hour week. 
Labor also said the minimum wages 
proposed in the code were inadequate, 
and asked for a minimum of $18 a 
week for the sole leather industry, with 
a sliding scale ranging up to $60 a 
week for skilled workers. 

The Labor Advisery Board of the 
National Recovery Administration pre- 
sented recommendations which included 
an $18 per week minimum wage; pay- 
ment of wages in cash weekly; estab- 
lishment of piece-work lists, with week- 
ly rates to be posted in every plant, 
with all changes in wages promptly 
noted; equal pay for equal work, re- 
gardless of sex or race; banishment of 
workers under 18 years; a 30-hour 
week, with time and one-half for over- 
time; a 10 per cent additional wage for 
night shifts; double time for Saturdays, 
Sundays and holidays; no home work; 
and furnishing of protective equip- 
ment by the industry. 


Arbitration Board Favored 


Another important recommendation 
of the Labor Advisory Board called for 
establishment of a special arbitration 
board which would hear and settle all 
disputes between labor and the manu- 
facturers and would permit collective 
bargaining. General Williams said, 
however, that such a scheme would not 
come within the code and that ma- 
chinery of that nature should be set up 
outside it. 

Mr. Helburn said it was his under- 
standing that President Roosevelt 
would appoint at least one representa- 
tive of labor on the continuing planning 
committee which will administer the 
code and receive complaints as to its 
operation after it becomes effective. He 
said the industry would welcome any 
labor appointments to this committee. 

Michael J. Corcoran, of Lynn, Mass., 
representing the National Leather 
Workers’ Association of America, 
United Leather Workers’ International 
Union of America, and Shoe Workers’ 
Protective Union, made the longest 
presentation in behalf of labor. 

He declared the tanning industry 
was declining and said a 30-hour week 
| was necessary to absorb its unem- 

ployed. He spoke of the need for 
skilled workers and the necessity of 
| higher pay for those classes. He sug- 
gested dividing the leather industry into 
seven district groups, with different 
| wage classifications in each. These 
| groups would be sole leather (includ- 








| ing belt and harness leather); side 


| [TURN TO PAGE 40, PLEASE] 
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N.S.R.A. Pleads for 48-Hour Work Week 


this whole movement is for the benefit 
of the people and the people support 
every industry and every merchandis- 
ing outlet in the United States. 
“When a man has not cooperated, or, 
having said he was going to cooperate 
and does not do so, who is he hitting? 
He is hitting his fellows, but he is also 
one of those who is perpetuating the 
condition that this whole plan is set up 
to eradicate. It is a duty with us not 
to sit by and permit that thing. It is a 
duty with us to permit the public to 
distinguish between those who are 
serving the public needs and those who 
are not serving the public neeeds.” 
He spoke of the growth of editorial 
comment about a boycott fostered by 
the National Recovery Administration, 
but stated emphatically that the Ad- 
ministration would have none of it. 


Boycott Is Barred 


“A boycott is where, to obtain some 
vicious end, a group of people concen- 
trate on one man for some particular 
purpose,” he said. “We won’t have 
anything to do with that sort of thing. 
Of course, we want people to buy under 
the Blue Eagle, but there has been and 
there will be no appeal to violence and 
any attempt at violence or boycott will 
be vigorously repressed.” 

For the first time General Johnson 
revealed that the Administration is 
contemplating holding public hearings 
before any attempt is made to take 
away the Blue Eagle from any firm 
which now flies it, even though the firm 
is not living up to its agreement with 
the President or is violating a code. 

There has been considerable specula- 
tion as to what method will be adopted 
for punishing violators of the Presi- 
dent’s Reemployment Agreement and, 
although a division of complaints has 
been set up in the National Recovery 
Administration to handle such viola- 
tions exclusively, no publicity has been 
given to it. The reason has been that 
General Johnson wanted to complete 
the drive for compliance with the Pres- 
ident’s agreement before he started 
after offenders. 

At the retail hearing he declared that 
a “patient, public hearing will be had 
before the Blue Eagle is taken away 
from anybody.” This statement was 
deleted from the mimeographed copy 
of his address which was given out 
later at the Administration’s press 
headquarters. General Johnson added, 
at the hearing, that when the Blue 
Eagle is taken away from anyone “the 
whole world will know it and will 
know why.” This, also, was deleted 
from the press statement of his re- 
marks. 

General Johnson said provisions had 
been made for cases of individual hard- 
ship and for whole classes who feel 


[CONTINUED FROM PAGE 17] 


they cannot meet requirements of the 


‘act or of codes submitted under it. He 


said, however, that “there will be no 
trifling with the Blue Eagle.” 

“IT know there is plenty of it now,” 
he added, “but we will get at that very 
soon. We can’t administer a law like 
this on ballyhoo and hooey.” 

He cautioned his audience that “we 
must not lose sight of the long-time 
plan under the law.” He said it had 
been lost sight of in the rush to get 
employers to shorten hours and _ in- 
crease wages to meet the grave emer- 
gency facing the country. 

“But we must get rid of the chisel- 
ing, degrading influences which have 
wrecked several businesses in this coun- 
try,” he said. “Ruthless price cutting 
and competition cares nothing for good 
business. It does not assist prosperity 
and continued stability of the country 
or community, and is only of some 
temporarily expedient advantage. No 
man has the right to practice chicanery. 

“The purpose of these codes is to 
place everybody on an equal footing 
and let the best man win. Here is a 
chance to do one of the greatest con- 
structive jobs in this whole movement.” 

He warned against a general lifting 
of prices merely because operating 
costs were to be increased. This would 
be killing the goose that laid the golden 
egg, he said. Speculative price lifting 
must be discouraged, General Johnson 
asserted. 

“You have to encourage the upward 
movement of prices and discourage 
speculation,” he said. “That is not 
difficult. It will not sound difficult to 
seasoned merchandisers like you, be- 
cause you know what the price struc- 
ture should be. This presents imme- 
diately the issue of what are you go- 
ing to do about it. 


To Avoid Runaway Market 


“It is not only the quotation of the 
jobber and the manufacturer. You 
should resist that where they are pal- 
pably above what they should be, and 
we will support you within the limits 
of the ruling that is stated in the 
President’s Reemployment Agreement, 
and that is as to upward rising costs 
due to this law. We expect them to 
have the benefit of the forward move- 
ment but not so far as a speculative 
increase in price is concerned. 

“In that case it is part of our duty 
to see that this movement does not re- 
sult in a runaway market. We con- 
sider that as much the object of our 
concern as any other phase of this 
law.” 

Mr. Stone presented the qualifica- 
tions of the National Shoe Retailers’ 
Association to represent the retail shoe 
dealers of the country. He acted for 
A. H. Geuting, president of the asso- 


ciation, who was present. Mr. Stone 
said the association had 3234 affiliated 
and individual dealers in its member- 
ship. In addition, he said, a number 
of other retailers had asked the asso- 
ciation to act for them, making a total 
of 5691 retailers for whom the associa- 
tion was acting. A number of smaller 
shoe dealers’ associations likewise had 
requested the association to act for 
them, he said. 

The only other shoe representative 
who appeared Aug. 22 was Jesse Adler, 
of Adler Shoes, 215 West 125th Street, 
New York, who spoke in opposition to 
a 40 or 44 hour week for retail shoe 
stores. He said a 48-hour week was the 
lowest work-week these stores could 
stand, pointing out that the open 
hours for neighborhood stores, such as 
his, ranged from 60 to 80 a week. 

Procedure under which the hearing 
was conducted was outlined by Donald 
R. Richberg, counsel for the National 
Recovery Administration. 


Code Supported by Retailers 


In presenting the code Lew Hahn 
said he felt that retailers, by and large, 
were in favor of the N.R.A. and see 
in it an opportunity to rebuild some of 
the lost purchasing power of the coun- 
try. 

He pleaded for retention in the code 
of the provision for local trade commit- 
tees to make rules and regulations gov- 
erning local trade areas and to settle 
trade difficulties coming up in those 
areas. Questioned by Mr. Whiteside, 
he said he would be willing to omit 
from the code any reference to local 
trade committees, provided there was 
nothing in the code forbidding forma- 
tion of such bodies. 

Mr. Whiteside said it probably would 
not be necessary to eliminate that 
reference, so it was made clear that 
decisions of the local committees would 
not be final; that a right of appeal 
to the national committee would be 
allowed. 

The Deputy Administrator said that 
the second paragraph of Section 3 (a) 
of the revised code presented at the 
hearing was “entirely out of place” in 
the code and must be eliminated. This 
paragraph read: 

“It is understood and agreed that if 
any other group of retailers (except 
food retailers who have been granted 
48 hours weekly) are granted hours in 
excess of those stated above, that these 
same hours will automatically apply 
to the groups of retailers coming under 
this code.” 

He explained that the Administra- 
tion could not accept any such quali- 
fication as to hours. If it develops 
later that there is a conflict between 
the retail code and codes of other com- 

[TURN TO PAGE 38, PLEASE] 
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.. LOUul NE \" shoes... 
Here’s another group of fashion highlights that are made by an organization of long expgience 
have just been added to Amesbury’s fast In-stock in style selection and shoe manufacture. You 
offerings. They reflect the best opinion as to what can order them with assurance of full satisfac- 
will sell during early Fall. Amesbury shoes, now tion. Styles shown ready for shipment September 
made in Lynn, are known as excellent fitters and 15th. 


3 4 





IN-STOCK SIZES AND WIDTHS 
TERMS—5% 10 DAYS—4% 30 DAYS 


Prices on any orders for less than 12 pairs will be Net. 


On any orders calling for single pairs the price will be 25c. per 
pair additional and net. 
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278 Broad Street 
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petitive groups, he said, the differences 
could be adjusted in a formal proceed- 
ing with a public hearing. 

Dr. David Friday, economist of the 
National Retail Dry Goods Association, 
told of a survey which had been made 
of retailing by a committee of his or- 
ganization. This showed, he said, that 
all stores affected by the code now re- 
main open an average of 55.05 hours 
a week and that the average working 
hours in those stores were 52.05 per 
week, 

He estimated, though admitting his 
figures were “sketchy,” that there would 
be an increase of 150,000 in the number 
of employees in the various retail trades 
involved if the code were accepted with 
a general 44-hour work-week. 

Mr. Whiteside asked him whether 
additional employees would be absorbed 
if the working hours were reduced to 
40 per week. Dr. Friday said such 
hours would completely absorb the un- 
employed in the trade. 

He spoke of the unprecedent upward 
trend in prices and production. Mr. 
Richberg asked him if he _ believed 
there was any danger of this upward 
spiral turning into a downward spiral. 

“No,” replied Dr. Friday, “I think 
the upward spiral will continue, though 
not necessarily at the same rate as it 
will under the Industrial Recovery 
Act. We can speed the rise by using 
the policies that are now being pur- 
sued.” 

“Do you think there is any danger 
of overspeeding the improvement?” 
asked Mr. Richberg. 

“No, except as to too rapid increase 
of prices,” Dr. Friday said. 

Mr. Richberg inquired whether it 
was not true that retailers will benefit 
more than gost lines under the poli- 
cies now in effect. Dr. Friday said he 
believed so, unless the fears of retailers 
that prices will increase too much are 
realized. 

While no one mentioned one-man 
shoe stores at the Aug. 22 session, sev- 
eral speakers brought up the question 
of competition by this class in other 
branches of retail trade. R. J. Atkin- 
son, Brooklyn, N. Y., representing re- 
tail hardware dealers, spoke of this 
and said the small stores, owner-oper- 
ated, offer serious competition to other 
stores. He said there were 10 stores of 
this type in his immediate trade area 
in Brooklyn. 

An unexpected feature of the hear- 
ing came when Mr. Whiteside inter- 
rupted the schedule to introduce Clar- 
ence Darrow, of Chicago, noted crim- 
inal lawyer, who opposed the section 
of the code prohibiting retailers from 
buying prison-made goods. 

“Tt is hardly believable to me that a 
measure founded on idealism and hu- 


manism and designed for the general 
betterment of mankind could have in 
it any provisions prohibiting merchants 
from buying prison-made goods,” Mr. 
Darrow said. “It is out of line and 
out of keeping with the purposes of 
this act to permit such a section to re- 
main in this code.” 

J. W. Rudin, Mount Vernon, Ohio, 
representing small merchants of Ohio, 
recommended that the minimum wages 
be made $10 a week in cities of 2,500 
to 15,000, with wages for “juniors” 
at $8. 

Edgar Kaufman, of Kaufman’s, 
Pittsburgh, Pa., urged maintenance of 
a definite ratio between employee work- 
ing hours and store-open hours. He 
said that if any employer wanted a 
48-hour week in his store he should 
be made to keep his store open propor- 
tionately longer. Only in this way, he 
said, could the unemployed be ab- 
sorbed. 

He also advocated a uniform mini- 
mum wage per hour for all stores 
within the same trading area, regard- 
less of the type of store. 


Lynn Price Situation 


LyNN, Mass.—Manufacturers here 
are making their way cautiously under 
the code. August production is not as 
large as that of July. Shoes made dur- 
ing July, a big month for production 
in Lynn, have not yet all been sold, 
and new Fall business is yet to come 
strong. 

Prices are up by 25 or 30 per cent 
or more, for the costs of making, leath- 
er being higher for sole and upper, 
though some easing off on prices are 
reported, chiefly on grains or colors 
that are not so much wanted as for- 
merly, and labor rates have been in- 
creased 20 per cent here. Some firms 
are absorbing as much as they can of 
the increases in costs. 

It is reported that popular grades 
will be kept on the $3 peg for as long 
as possible, after which they will be 
made up to $4 a pair. Manufacturers 
here do not expect the consumers’ re- 
sponse, whatever it may be, to higher 
prices until along in the Fall of the 
year. 


Remodeling Store 


SALEM, OH1I0—The Haldi-Hutchinson 
Shoe Store is undergoing complete re- 
modeling and new windows will be 
installed. The store is operated by 
Charles Haldi and Richard L. Hutchin- 
son. 


Illinois Retailers Discuss Code 


PEoRIA, ILL.—Recognition of the Na- 
tional Shoe Retailers Association as its 
official organization and support of 
President Roosevelt’s re-employment 
program were highlights of the 20th 
annual convention of the Illinois Shoe 
Retailers Association in Peoria, IIl., 
August 21 and 22. 

The sentiment of the convention was 
contained in a wire to General Hugh S. 
Johnson through President Frank P. 
Meyer, saying: “We, the members of 
the Illinois Shoe Retailers Association, 
assembled in Peoria at our 20th annual 
state convention unanimously endorse 
the National Shoe Retailers Association 
as our Official organization. All Illinois 
shoe retailers are for President Roose- 
velt and the NRA.” 

Despite the fact that the association 
is seeking a lower executive’s salary, 
Rube Metz, Chicago, national secre- 
tary, advised visiting shoe men not to 
classify employees receiving $35 a week 
as executives. He advocated a slight 
reduction in salaries of salespeople now 
drawing $35 a week, pointing out that 
both employer and employee are ex- 
pected to share their part of the burden 
under the new deal. 

Mr. Metz warned against staggering 
employment as a means of evading code 
requirements and urged employment of 
extra help, but none having already 
worked 40 hours in the week. 

The secretary signed at least a dozen 
new members in the organization and 
reported that Galesburg, IIl., retailers 
are with the association 100 per cent. 
Codifying the retail shoe business will 
result in an increase of approximately 
10,000 members in the national asso- 
ciation, Mr. Metz said. 

Devoting considerable time to the 
NRA, shoe retailers discussed the prob- 
lem of wages and reported the majority 
of salaries already above the $14 
minimum. 

The recovery act was also discussed 
by Congressman Everett Dirksen, 
Pekin, Ill., who lauded the administra- 
tion and urged retailers to conform to 
the act in spirit as well as in fact. 

Confirming the appointment of Mr. 
Meyer as state deputy administrator 
for shoe men, Edward Hahn, chairman 
of the NRA legislative committee in 
Washington, D. C., in a long distance 
telephone message to convention head- 
quarters announced the appointment of 
W. J. Crawford, head of the Peoria 
Retail Shoe Dealers Association, as 
city code administrator. 

Head of the state association for 
twelve years, Frank P. Meyer, Danville, 
was re-elected along with other officers 
including Mr. Crawford, secretary- 
treasurer, and O. Meyers, vice-presi- 
dent, both of Peoria; and John Rodgers, 
Bloomington, vice-president. 

Named to the executive committee 
were Al Heintz, Quincy; Rube Metz, 
Chicago; Tom Folrath, Decatur; Carl 
Kromp, Springfield; Algot Bowman, 
Monmouth, and Matt Goldstein, 
Murphysboro. 
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WILL THE LOGICAL SHOE SELL? 


* * * * * * * 


Common sense tells us, and experience proves, 
that greatest sales come travelling witH general 
sentiment, rather than against it. 


What is the public pulse today? 


wage scales have already produced 
a large and sudden increase in con- 
sumer purchasing power. The threat 
of future increases in retail prices, 


Rec and substantial advances in 


plus urgent need of many essentials, — 


undoubtedly will put this money into 
rapid circulation. 


What will the consumer buy? Neces- 
sities, particularly wearing apparel, 
will probably have the first call. The 
purchase of shoes should be heavy. 
The retailer can stimulate or retard 
such purchase by his efforts, by the 
extent to which he travels with, or 
against, the public’s natural reactions. 


Perhaps unconsciously, the psychol- 
ogy of the depression was reflected in 
the somberness of footwear. Already 
the more cheerful tone of the nation 


has been echoed by a tendency toward 
the greater cheerfulness of color, in 
clothing, housefurnishings, whatever 
the public buys. 


The retailer can stimulate sales by 
emphasizing this happier note of 
color—the models he displays, in 
the sales efforts of his clerks. It is 
both sensible and profitable to stimu- 
late logical sales. 


Looking at public sentiment today it 
seems that there is definite opportun- 
ity for both manufacturer and retailer 
in shoes, particularly if they capital- 
ize on the more cheerful note of color, 
as already shown in enlarged sales of 
browns. Costume fabrics also indi- 
cate merchandising possibilities for 
bronze. The opportunity is here. 
Let us hope we all benefit by it. 


John B. Blatz 


PRESIDENT 
AMALGAMATED LEATHER COMPANIES 


* * * 
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Contest Sells 614 Pairs of Canvas 
Shoes 


[CONTINUED FROM PAGE 30] 


was listening closely, and as Mr. Har- 
quail left, he said, “Just let me work 
on him. I’ll swing him over.” 

About April 15, Mr. Harquail called 
on Mr. Tenzer again, and he very re- 
luctantly consented to try out the Keds 
Contest idea. In the meantime, Sam, 
the manager, had become so enthusi- 
astic about it that he was just bubbling 
over with ideas. Plans were made to 
buy prizes, and the contest went on 
about May 15, with part of the window 
given exclusively to the contest and 
prizes. 

Mr. Tenzer increased his order from 
two cases to twelve cases of shoes. 
Despite the cold weather, the boys 
started to come in, and the news spread 
throughout the East Side that - there 
was a big contest on at Tenzer’s store. 
Six of Mr. Tenzer’s friendly shoe rivals 
came in to visit him and to ask what 
all the excitement was around the store. 
Despite the unseasonable weather and 
cheaper prices, the shoes moved quite 
nicely, all at regular prices. Still Mr. 
Tenzer was not quite satisfied, so again 
he and his manager got together and 
printed a description of the contest on 
the back of the Keds Handbooks and 
distributed them to the school children 
in five nearby public schools. Kids be- 
gan to come in from all parts of the 
East Side, and the entry blanks were 
steadily piling up. About July 10 a 





big. poster was put on the window, an- 
nouncing the close of the contest on 
Monday, July 17, at 10 a. m., and postal 
cards were sent to all the entrants, in- 
viting them to be on hand for prize 
awards. 

Monday morning came, and at 7 a. m. 
several boys were at the store. At 10 
there were 700 to 800 boys, and the 
Police Department had to keep order to 
prevent the showcases and windows 
from being smashed. Everybody was 
happy and expectant. I forgot to men- 
tion that at 7:30 a. m. one boy looked 
in and asked what it was all about. 
When he heard the story, he went in 
and bought a pair of Keds, remarking 
that his mother had sent him to the 
store with a dollar to buy groceries, 
but that he just couldn’t pass up this 
opportunity. At 10 a. m. the photog- 
rapher took pictures of prize winners 
with their respective prizes, and also a 
group picture of the whole bunch of 
kids with their happy, smiling faces. 
Mr. Tenzer got a big thrill out of the 
successful wind-up of the contest, and 
his canvas shoe business far surpassed 
his expectations. There were actually 
614 entry blanks, giving name, address, 
age, etc., of each boy and girl, and 
every entry blank meant a jingle on the 
cash register. And what a swell mail- 
ing list this will make for school shoe 
business in the Fall! 








Leather Code Near Completion 


[CONTINUED FROM PAGE 35] 


leather; calf skin; kid leather, sheep- 
skin; leather belting and cut sole 
plants. 

He proposed a minimum wage of 
$18 a week for the sole leather industry, 
with different rates for the different 
classifications in the six other branches. 
Some of these rates were on a per-hour 
basis and some on a per-week basis. 

Mr. Corcoran also proposed setting 
up a board to handle labor disputes, de- 
claring it was futile to set up a code 
without some machinery to handle 
labor questions. 

Mr. Corcoran declared that organized 
labor would not stand for use of the 
bonus system, but Deputy Williams told 
him to stop using threats. Finally 
General Williams instructed Corcoran 
to stop his attempts to discuss the bonus 
system: and ordered him to his seat, un- 
less he could present facts instead of 
argument. Corcoran took his seat. 

John C. Saylor, appearing for W. 
E. Bryan, general president of the 
United Leather Workers’ International 
Union, said the minimum wages pro- 





posed in the code were too low and the 
maximum hours too high. He also 
objected to the differential between 
northern and southern labor, declar- 
ing there was no justification for these 
differentials. 

He urged a minimum wage of 45 
cents per hour for the industry in all 
parts of the country, with a maximum 
work week of 35 hours. This, he said, 
would give a basic rate of $15.75 per 
week. He said the code should state 
specifically that the present differentials 
between skilled and unskilled labor 
should be maintained. 





Raises Wages 


Worcester, Mass.—A 20 per cent 
increase on all hourly and piece work 
rates, retroactive to Aug. 17, was an- 
nounced today at the H. H. Brown 
Shoe Co. plant. A 10 per cent increase 
was given on July 10. Company offi- 
cials said that about 750 workers will 
benefit by the wage increase. 

* 





High Canadian Tariff 


Toronto—Representatives of Eng- 
lish shoe firms here state that the 
tariff of 25 per cent on the import of 
English shoes into Canada imposed by 
the present Canadian Government is 
rapidly killing their business in the 
Dominion. 


John Allingham, representing four 
large English firms dealing in Canada, 
declares his companies can take a shoe 
into the United States at a price almost 
one dollar under what it costs to bring 
it to Canada. 


Officials of Padmore & Barnes, 
Northampton, Eng., report they are 
doing business in Canada at a loss, 
while John Burn, president of Burn’s 
English Shoe Co., says it costs his firm 
$1 to lay down a shoe in Canada that 
only costs $4.25 in England, constitut- 
ing a tariff that is virtually prohibi- 
tive. 





News from Across the Sea 
[CONTINUED FROM PAGE 19] 


browns, for sport shoes now, for Spring 
street shoes later. 

FABRICS. Marked use of corded 
and ribbed fabrics. Also diagonals and 
stripes. Fuzzy rabbit hair woolens em- 
phasized. Satins and velvets much 
featured for afternoon. Also heavy 
crinkled crepes. For evening heavy, 
rich, old fashioned fabrics—moire, 
faille, taffeta and brocades. 

This means continued featuring of 
all ribbed and corded effects in shoe 
designs and materials. More important 
evening shoes indicated, including 
metallics. 

TRIMMINGS. Metallic touches in 
all collections. Gold the best. Many 
gold buttons, nail heads, metal fabrics, 
metal thread trimmings. For evening 
—fur, feathers, gold beads and the re- 
vival of jet. 

The gold note should be good in 
touches for afternoon shoes. Note the 
possibilities of gold beads and jets for 
the trimmings of evening slippers. 





Flying the Blue Eagle 
[CONTINUED FROM PAGE 28] 


this means. And, of course, the eagle 
has become a conspicuous emblem in 
the newspaper. advertising of a great 
many stores. Electrotypes and logo- 
types for this purpose are available in 
practically all newspaper offices. If you 
are an NRA member by all means 
carry the insignia in your newspaper 
advertising. Already the ads of some 
stores are becoming conspicuous be- 
cause of the absence of the eagle. It 
remains to be seen what this may mean 
-in its effect on sales. That it will have 
an effect cannot be doubted. When a 
store has assumed the obligations of 
NRA membership under a code, it 
should make the most of its participa- 
tion by doing the best job possible in 
displaying the insignia. 
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... but the clothes they buy will influence 
your entire sales set-up! 


You might not be the fortunate, style-progressive 
retailer who caters and sells to the smart set of Long 
Island or Tuxedo Park, or to movieland’s “400” in 
Hollywood or Beverly Hills. But just as much as the 
purchases of those women affect bis sales success— 
they will affect yours / 


What Mrs. Van Luysevant or Greta Gay wears today, 
five million other women will wear tomorrow! And 
Long Island and Hollywood are going wild about 
Calluna Kid! New York’s smart Fifth Avenue Shops 
are sold on its style authenticity and its fashion appeal. 


No wonder! When RIBBED materials come in this 
Fall—silks or satins or tweeds or velvets, but all ribbed 


(“‘aniuna um 


+ 
—Calluna Kid will be the only leather tat will give 
a woman the opportunity of harmonizing her shoes 
with her costume and at the same time having the 
comfort and crisp style of Kid shoes. 


You might not sell to the Fashion. leaders of this 
country—but you must sell to the women who follow 
the styles they set! So get a line on this startling, 
profit-making leather development. Calluna Kid is 
trademarked, patented, and. solely made by the Sur- 
pass Leather Company of Philadelphia, but it has been 
so enthusiastically received that you can see it in the 
line of every manufacturer of high grade women’s 
shoes. Ask your supplier to show it to you. 


y ke wew 
Eth Lakicuiltan 


’ 
for women 3 shines 
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- The Last Modeler knows that the toe of the 
Th | A ST last is of vital importance to the beauty of 
eC : the shoe .. . His efforts may be easily de- 
stroyed, however, by bulk and lack of uni- 
formity in materials used that do not follow 
a nd th eC the allowances of his design. 


Celastic has been accepted by many Last 
Designers and Style Men as a material that 


will always reproduce a picture of their art. 





THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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TO MANUFACTURERS AND 
WHOLESALERS :— 


RECORDER Subscribers daily ask us where 
to buy certain shoes and many other items 
connected with the operation of their stores. 
Following are some of the inquiries received 
this week. 


All manufacturers, wholesalers and others, 
having goods to supply the following wants. 
should address The Inquiry Dept., BOOT 
AND SHOE RECORDER, 239 West 39th St., 
New York, N. Y. 


N 1488. Men’s Wooden sole clogs 

N 1489. New store front plans 

N 1490. Women’s novelties at $8.50 and 
$10.50 

N 1491. Good Work Shoes 

N 1492. Women’s Novelty shoes at $6.00 

N 1493. Rubber Boot Manufacturers 

N 1494. Hosiery to retail at 69¢ 

N 1495. Locker room sandals 

N 1496. Address of Arnold shoes 

N 1497. Handbags to retail at 50¢ to 
$1.00 

N 1498. Foot Measuring Devices 

N 1499. Theatrical Shoes 

N 1500. Children’s Prewelts 

N 1501. Heel Protectors 

N 1502: Shoe and Hosiery Forms 

N 1503. White kid Trained Nurse shoes 

N 1504. Chiropody Schools 

N 1505, Floor covering ideas for store 


1505. Souvenirs for Children 
1507. Men’s shoes to retail at $5.00 





ee 


ee 


For Your Convenience We List the 
Following: 


Arch Appliances 
Bath Room Mules 
Beach Sandals 
Boys’ Division, State Grade: 
Dancing shoes 
Skating shoes 
Slippers 
Sport 


Book on Leather Industry (Free) 
Book on Rubber Industry (Free) 
Cash Registers 
Children’s Division, State Grade: 
Barefoot Sandals 
Dancing shoes 
Infants’ moccasins 
Orthopedic 
Soft soles 
Bunny's 
Sheepskin turns and Prewelts 


Chiropody Schools 
Dye Manufacturers 
Floor Coverings and Plans 
Foot Measuring Devices 
Handbags to Match Footwear 
Heel Protectors 
Hosiery, State Grade: 
dren's 

Men’s 

Women’s 
Labels: 

Carton 

Woven 
Lighting: 

Interior 

Windows 
List of Union Stamp Factories 


Men’s Division, State Grade: 
Army shoes 
Cowboy boots 
Field boots 
High cut shoes 
Moccasins 
Safety shoes 
White canvas shoes 
Work shoes 


Slippers: 


Dancing 
ess 
Felt 


The Inquiry Dept., Boot and Shoe Recorder, 
239, West 39th St., New York, N. Y. 


Please send me information about: ... 
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Leather 
Locker Sandals 
Pullman 
Tap Dancing 
Toweling 

ool 


Active Sports Shoes: 
Aviation 
Basketball 
Baseball 
Bowling 
Boxing 
Camping 
Football 
Fishing 
Golf 
Gymnasium 


Rope Sole, Canvas Oxfords 
Soccer 
Tennis 
Track 
Rubber Goods 
Riding Boot Accessories 
Scout Shoes 
Store Fronts 
Store Equipment: 
Store seating plans 
Show cases 
Ladders 
Shelving 
Valances 
X-Ray machines 
Foot rests for shine stands 
Fitting stools 
Mirrors 
Stock Cartons 
Shoe Laces 
Signs, Electric 
Stock Keeping Systems 
Souvenirs: 


Books 
Dolls and doll shoes 
General souvenirs 
Shoe Cabinets 
Shoe Dressings and Dyes 
Shoe Findings 
Shoe Heels 
Shoe Ornaments 
Shoe Trees 
Spats 
Vamp Rollers and Stretchers 


Women’s Division: 
Dancing— Ballet 
Tap 
Russian boots 
Dancing sandals 
Camping boots 
Golf shoes 
Golf shoes, spiked soles 
Orthopedic shoes 
Riding boots 
Sport moccasins 
Sport shoes 


Party Slippers 
House Slippers 
Wool Shoes 


Windows: 
Backgrounds 
Corrugated decorative paper 
Clips for price tickets 
Display art panels 
Floral decorations 
Reflectors 
Display fixtures, ‘shoes 
Display fixtures, hosiery 
Price tickets 
Show card service 
Arch Support Shoe Stands 
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AS Le 
MODERN Fé 


AS TODAYS FASHION 


Silhouwelts are practical 


and serviceable shoes. 


They meet the demands 


of modern fashion. 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Grey furs are important this winter—Grey caracul 


is used as trimming on bright suits, there are 


coats of grey kid and krimmer. Be prepared with 


shoes of: 





LONDON SMOKE 
No. 76 


MABEL WINKLE, INC. STUDIO 


This two-eyelet tie of London 
Smoke, No, 76, trimmed with 
fine perforation and stitch- 
ing, is an excellent shoe 
to wear with grey furs 
throughout the 
winter. 
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EPARATE 
THE 


SEASONS, 














Right now in midsummer, when men 
are wearing light-weight summer shoes 
-sport shoes and white shoes-is the time 
to plan and build for fall and winter 
shoes that will be distinctly different. 
Too often in the past have men’s shoes 
for fall and winter shown almost no 
change in character, style and substance 
from summer styles. 


ee 
° 
- 
Seeeceer"” 


Let’s separate the seasons distinctly this 
year and sell more pairs. Give them 
heavy leathers, brogue patterns, stout 
outer-soles and- 


BARBOUR STORMWELT 
The use of this well-established welting 
adds a touch of ruggedness, weight and 
service that makes your shoes typically g +3 
seasonable and with the new “scored” “itaaasaeette 
Stormwelt you have an added style 
«== touch. 








BARBOUR WELTING COMPANY & 


MANUFACTURERS OF BARBOUR STORMWELT 


es, BROCKTON, MASS. 
ar Wd ROI PEASANT CO 
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EVERY WEEK 








CHICAGO EXPERIENCES DECIDED PICK-UP 





CuHIcAGO, ILL.—Chicago shoe retail- 
ers have put away their bottles of red 
ink. The World’s Fair and the pickup 
in Chicago industries—July saw a 
more than 10 per cent decline in the 
number of relief applicants — has 
brought shoe sales here well above last 
year. 

Merchants in the Loop district report 
total revenue gains of 15 per cent or 
better with corresponding increases in 
volume. Much of this rise can be 
traced to the World’s Fair. 

Joseph Thompson of Hanan & Sons 
told on some days more than half of 
his customers are visitors to the city. 
Admitting that the 30 per cent gain 
over last year reported by the store 
was due in good part to the national 
reputation of Hanan & Sons, Mr. 
Thompson insisted that ‘all merchants 
have been benefited.” 

“A lot of people here don’t realize,” 
he added, “how tough it would have 
been without the Fair.” 

Mr. Thompson predicted even great- 
er tourist spending in the early Fall 
when small town visitors would stock 
up on city clothing. 

Benefits from the World’s Fair have 
also been reflected in the sales of the 
Walk-Over Shoe stores. Where Walk- 
Over shops in the suburban areas re- 
port that they are merely holding their 
own, the downtown branches show 
gains of 27 per cent this July over a 
year ago. Carl H. Fliesbach, one of the 
downtown managers, expects the Fall 
to bring even greater advances. 

The prospect of higher Fall prices is 
being hailed as a boon to the legitimate 
dealer. With cheap leather and cheap 
labor a thing of the past dealers in 
low-priced shoes will be forced to jack 
up their price levels. The margin of 
increase for medium and better quali- 





ties, it is felt here, will not be so great, 
giving the better merchants a slight 
edge over the cut-throat dealer. 

“The cut-throats will have to turn 
legitimate or get ‘out,” was the way 
Carl Burgstahler of the F. E. Foster 
Co. put it. 

“The public is already thinking 
higher prices,” said Paul Seigel of 
O’Connor and Goldberg. “Prices must 
go up. It will be a good thing for the 
business.” 





RETAIL SHOE ADVISER 
SELECTED 


WASHINGTON, D. C.— Advisers for 
the different branches of the retail 
trades were selected by the Industrial 
Advisory Board to serve at the code 
hearing held in this city at the United 
States Chamber of Commerce Building 
on Aug. 22. Arthur D. Anderson, 
editor of the BooT AND SHOE RECORDER 
was designated for the retail shoe trade. 

In addition to the advisers for the 
different branches of the retail trade, 
Louis Kirstein, a member of the In- 
dustrial Advisory Board and _ vice- 
president of William Filene Sons Co., 
Boston, acted in a special capacity 
as the board’s representative. This is 
the first time on any code hearing that 
a representative has been appointed to 
act as adviser to the full board. Ad- 
visers appointed and who have ac- 
cepted the invitation to serve at these 
important hearings are as follows: 

Gen. Robert E. Wood, president of 
Sears, Roebuck & Co., who will repre- 
sent the mail order field; John S. 
Burke, of B. Altman & Co., New York, 
representing the department stores, as 
noted; Harry Cappell, of Dayton, Ohio, 
representing the retail furniture trade; 





Rivers Peterson, publisher of the Hard- 
ware Retailer, Indianapolis, represent- 
ing the hardware field; Col. Robert A. 
Roos, of Roos Brothers, Inc., San 
Francisco, representing the clothier and 
furnisher, as noted elsewhere; Wroe 
Alderson, research assistant in the De- 
partment of Commerce, acting for the 
retail drug trade and Arthur D. Ander- 
son, editor of the Boor AND SHOE 
RECORDER, New York, representing the 
retail shoe trade. 





International Shoe Company 
Signs Code 


St. Louis, Mo.— The International 
Shoe Co., with general offices and head- 
quarters in this city and 33,000 em- 
ployees in plants in all parts of the 
country, signed on Aug. 14, a temporary 
code which is a modification of the 
President’s re-employment agreement 
for the shoe industry. 

The company will operate under this 
temporary code, which has been ap- 
proved by Recovery Administrator 
Hugh S. Johnson, until the permanent 
shoe industry code has been approved. 
An officer of the company said all 
plants will begin under the agreement 
on August 16. The code provides a 40- 
hour week for employees with a mini- 
mum wage scale, of 374%c. an hour for 
men and 32c. for women in cities of 
250,000 population or more. 

The Postmaster of St. Louis turned 
over 100 sets of the Blue Eagle in- 
signia to the company for use in its 
general office and plants in St. Louis 
and elsewhere throughout the country. 





Pacific Wage Raise 


SAN FRANCISCO, CALIF.—The Pacific 
Shoe Co., Inc., announced a 10 per cent 
increase in wages and a reduction of 
working hours to a 40-hour week in 
accordance with the National Industrial 
Recovery Act. 
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Political Honors for J. J. Lyons 


New YorkK—James J. Lyons, New 
York branch manager of the Surpass 
Leather Company and a_ prominent 
leader in the leather industry, has been 
designated for Democratic nomination 


J. J. LYONS 


for Borough President of the Bronx, 
New York City. If elected, he will be 
administrator of a borough with a 
population of 1,250,000 people. 

Mr. Lyons is a newcomer in politi- 
cal life. His selection over several 
potential candidates is due to his stand- 
ing as a vigorous citizen, successful 
business man and student of municipal 
affairs. Mr. Lyons has never held pub- 
lic office. He is chairman of the execu- 
tive committee and former president of 
the Bronx Grand Jurors’ Association. 
He was active in bringing about the 
indictment of racketeers in the build- 
ing trades. 

A resident of the Bronx for the last 
fifteen years, he has been active in 
many civic enterprises there and is a 
former president of the North End 
Democratic Club, at 390 East Fordham 
Road, the Bronx, also a member of 
the executive committee of the Bronx 
Chamber of Commerce. He is forty- 
three years old, is married and has 
three children. His city home is at 
2305 University Ave., the Bronx and 
his summer home is at Belle Harbor, 
Queens. He will continue to be asso- 
ciated with Surpass Leather Company. 


Adds Many Workers 


MISHAWAKA, IND.—Nearly 1000 ad- 
ditional persons have been given em- 
ployment by the Mishawaka Rubber & 
Woolen Manufacturing Co. since it be- 
gan operating under the provisions of 
the NRA it was learned when officials 
of the company announced the organi- 
zation completely enrolled. 
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United Shoe A.A. Sam-Sam 
Attracts 25,000 


BreveRLY, Mass.—United Shoe em- 
ployees, employers, their relatives and 
friends to the number of 25,000, at- 
tended the annual Sam-Sam of the 
United Shoe Machinery Athletic Asso- 
ciation, the big time day of the year 
for Essex County. 

A fine sport card was one of the 
features of the program, Leslie Pawson 
of Pawtucket, winner of the B. A. A. 
marathon, leading a field of 70 runners 
in a 25-kilometer race over Beverly 
roads. The polo match between teams 
from the Myopia Hunt Club and the 
Danvers Riding Club was won by the 
Myopia Club by a score of 13 to 6. The 
Boston office tennis players won the 
annual tournament from the Beverly 
factory experts, taking 10 out of 12 
matches. 

Prizes to Pawson and other winners 
in the marathon were presented by 
George C. Thomas, assistant vice-presi- 
dent of the United Shoe Machinery 
Corporation and the general manager 
of the Beverly plant. 

The annual flower show of the United 
Shoe agricultural division was held at 
the clubhouse. Mrs. Wallace Goodrich 
of Manchester carried off the honors 
for her showing of vegetables, while 
Thomas Kulich was the winner for the 
best display made by a United Shoe 
employee. 

There was an attractive midway 
replete with many attractions. The 
United Shoe Machinery band provided 
a fine concert program and dancing 
was enjoyed during the afternoon and 
evening. 

Frank P. Hyde, president of the U. 
S. M. A. A., was the general chairman 
and was assisted by Wilson Palmer, 
Harry P. Cole, Adon R. Hoar, Percy E. 
Seaver, P. Russell Bosworth, Harvey 





Benson, Walter Amnott, Ralph Reid, 
James J. Kelliher, Fred C. Perkins, 
Mell F. Reid, Harry B. Ellis, Harry C. 
Farrell, George P. Hilpert and Edward 
H. Winslow. 


Eric Thorgny Franzen 


New YorK—Word of the sudden 
death of Eric T. Franzen, comes as a 
distinct shock to his friends and busi- 
ness associates. 

Stricken by a heart attack while at 
dinner on the evening of Aug. 15th, Mr. 
Franzen passed away almost im- 
mediately without regaining conscious- 
ness. He was a man of unusually fine 
physique, athletic, active and, ap- 
parently, in the best of health. 

Mr. Franzen was born in New York 
City on April 12, 1890. Shortly there- 
after his family moved to Newark, 
New Jersey, where he was educated in 
the public schools. Upon graduation 
from high school, he entered Worcester 
Polytechnic Institute from which he 
graduated in 1913 with a degree in 
Electrical Engineering. 

Immediately upon leaving school, 
Mr. Franzen entered the employ of H. 
L. Doherty & Co., New York; later be- 
came associated with Otis Elevator Co.; 
and in 1914, he purchased an interest in 
Franklin Williams, Inc., manufacturers 
of special machinery, of which Com- 
pany he was President and controlling 
stockholder at the time of his death. 
In 1924, Mr. Franzen acquired the 
Shu-Milk Products Corporation, with 
factory and offices in Orange, New 
Jersey. 

Among his social affiliations were the 
Phi Gamma Delta Fraternity, Maple- 
wood Country Club, and the Newark 
Athletic Club. Surviving is the widow, 
Leonie M. Dieffenbach Franzen; John 
E., 2nd, age 17; Eric T., Jr., age 12; 
his father, and a sister. 





WHOLESALE PRICES ADVANCE STEADILY 





WASHINGTON, D. C.—The Bureau of 
Labor Statistics of the Department of 
Labor announced today that its index 
number of the general level of whole- 
sale prices for last week—the week 
ending Aug. 12—showed a strengthen- 
ing of prices following the decline of 
prices for the week of July 29. The all 
commodities index for the week ad- 
vanced to 69.4 from 69.2 for the week 
of Aug. 5, showing an increase of %4 


ALL COMMODITIES 
Farm products 
Foods 
Hides and leather products 
Textile products 
Fuel and lighting materials 
Metals and metal products 
Building materials 
Chemicals and drugs 
Housefurnishing goods 
Miscellaneous 





‘ 


per cent. Recessions in prices of farm 
products, foods, building materials and 
chemicals and drugs were more than 
offset by advances in hides and leather 
products and textile products, with 
minor changes shown for other groups. 
These index numbers are derived from 
price quotations of 784 commodities, 
weighted according to the relative im- 
portance of each and based on average 
prices for the year 1926 as 100.0. 


WEEK ENDING 
July 15 July 22 July29 Aug.5 Aug. 12 
69.7 69.2 69.2 
59.6 
66.1 
88.3 
68.4 
67.0 
80.8 
80.1 
73.4 
74.6 
65.1 
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Now! ... Sell “Cushioned” Comfort. 


for 


© Steady Repeat Sales 
© At Greater Profit Margin 


He suffers 
from F. A. 


“F, A.” stands for FOOT 
AGONY suffered by 
thousands of men... 
and women too... 
caused by wearing un- 
comfortable shoes. Rohn 
Nu-Matic Shoes _ elimi- 
nate FOOT AGONY 
with Nu-Matic “Cush- 
ioned” Shoes for every 
normal foot. 


shoes for men and women . 
tween inner and outersole, plus Nail-Less construction . . 
you unusual sales advantages in a specialty shoe that is not com- 
petitive to any other shoes you now sell. 
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Here is the most scientific advancement ever made in fine dress 
. a Nu-Matic Cushion inbuilt be- 


These 


backed by a unique advertising idea (Foot Agony) bring a new 
shoe opportunity to every alert shoe dealer. 
information now. 
Milwaukee, Wis. 


Rohn Nu-Matic Cushioned Shoes 


Send for complete 


Rohn Shoe Mfg. Co., 512 W. Florida St., 


. « aoe 
s~ \ 


Send for 
ROHN PLAN 


Now! 


Beautiful new 32-page 
booklet gives complete 
information relative to 
Rohn Nu-Matic Shoes 
for Men and Women. 
Send for your copy 
now. 


. gives 


new features, 





» STORE CHANGES 4 


Moves Shoes to First Floor 


New York, N. Y.—The shoe depart- 
ment in the Bergdorf and Goodman’s 
is to be moved to the street floor with 
the formal opening right after Labor 
Day. This move will give the depart- 
ment the advantages of a street floor 
selling, which is quite important in this 
store with its two main street en- 
trances, advises buyer H. R. Williams. 
The new section will have a mezzanine 
and will be salon type with no cartons 
showing, neither will there be show 
cases. Interior displays will be 
through the means of tables in the de- 
partment. There will be shoe displays 
in each of the store’s 70 fitting rooms, 
as well as in various spots throughout 
the establishment. The store manage- 
ment is very kindly disposed toward the 
shoe department. Present plans call for 
one of the finest and most complete shoe 
selling rooms yet produced. 


Sorg Selling Out 


RicHMOND, Va.—The W. A. Sorg 
Shoe Company, of 324 East Broad 
Street, due to the expiration of its lease, 
inaugurated a removal sale at its pres- 
ent location. This sale will continue 
until all stock is sold, an announcement 
by the company said. The firm’s entire 
stock of shoes will be sold. 





Adds New Sales Section 


NEw York, N. Y.—Henry Lieber, 
who now operates the balcony shoe de- 
partment in Milgrim’s, 57th St., is to 
open a new popular priced shoe de- 
partment on the fourth floor of this 
establishment about September Ist. 
This floor is known as the Salymil sec- 
tion and his shoes will bear that name. 
Retail prices will be from $8.50 to 
$10.50, in the new department, while 
prices on the lower floor will be from 
$12.50 to $22.50 as heretofore. 


Epstein Opens New Branch 


CoHOoES, N. Y.—David Epstein, who 
operates Epstynes Shoe Store in Troy, 
N. Y., has just opened a new shoe store 
in this city under the name of 
“David’s.” The new store will special- 
ize in smart family footwear. Before 
opening these stores, Mr. Epstein was 
connected with M. Eichberg of Balti- 
more as manager of the Troy store. 


Moves to Street Location 


CANTON, OHIO—A. W. Colmery, who 
has conducted a foot comfort shoe 
store for the past 12 years in the First 
National Bank Building, has removed 
to a downstairs location at 533 Mar- 
ket Avenue, N. Mr. Colmery is as- 
sisted by Dr. H. C. Lawton, chiropodist. 


New Newark Store 

NEWARK, N. J.—Arthur A. Beitman 
has leased for a long term of years the 
store and basement in the building at 
889 Broad Street and will open an up- 
to-date store when alterations are com- 
pleted. 


Men’s Store Starts 


TERRE HAUTE, IND.—The new Men’s 
Shoe Store, 501 Wabash Avenue, here, 
has just been opened, featuring shoes 
for men and boys in popular priced 
lines. Lee Myers, the manager, is a 
former local business man who is re- 
turning after an absence of 12 years. 


Opens Walk-Over Section 


Waco, TeEx.—A ladies’ shoe depart- 
ment has been opened in the R. E. Cox 
Dry Goods Store. Walk-Over shoes will 
be featured, and Dan Boone, formerly 
with the Walk-Over Shoe Store in Fort 
Worth, has been made manager of the 
new department. 


Ralph B. Howe Buys Store 


CLEVELAND, OHIO.—The Euclid Boot 
Shop, which has been operated since 
1899, has been taken over by Ralph B. 
Howe. Mr. Howe will continue to han- 
dle the same high grade merchandise 
that has made the fine reputation of 
this store. 








: 
As On 


* 


A. H. GEUTING 

of GEUTING’S 

PHILADELPHIA 
Says: 


“T note that few insurance 
companies have come 
through the depression with 
the increased financial 
strength attained by the Na- 
tional Retailers Mutual In- 
surance Company. 


“IT am proud to be on its Ad- 
visory Board and am proud 
to recommend it to my fel- 
low shoe retailers. 


“We carry approximately 
$279,840.00 worth of insur- 
ance with this organization 
and receive a dividend every 
year on our premiums that 
has lowered our insurance 
nearly one-third. 


“We have received splendid 
service, prompt settlements 
of all claims without argu- 
ment or trouble, and are 
gratified with the financial 
dependability of the com- 
pany.” 


This millicn dollar, legal reserve, 
mutual insurance company writes 
Fire insurance and allied lines for 
high-grade shoe merchants under 
dividend-paying policies 


20% 


Write us 
about your 
Automobile, 


Casualty NT Te 


and Fire in- 
ntanen ON YOUR 
needs. No FIRE 


obligation is WL MUN a: 


involved. 


NATIONAL RETAILERS 
MUTUAL INSURANCE 
COMPANY 


James S. Kemper, President 
Mutual Insurance Building, 
Chicago, U. S. A. 
Nationwide Service Facilities 


e Merchant 
to Another 
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CLYDE K. TAYLOR JOINS S. J. RACKHAM, INC. 
a SN 








Detroit—Stuart J. Rackham, Inc., 
the Cantilever store of Detroit, is ex- 
panding with a new store scheduled to 
open about Aug. 21, when Clyde K. Tay- 
lor will join the organization. Because 


CLYDE K. TAYLOR 
Now associated with S. J. Rackham, Inc. 


of the prominence of both men in the 
industry, both locally and nationally, 
and because of the courageous venture 
of stepping out into a new expansion 
at this particular time, local shoemen 
are watching the store with sympa- 
thetic interest. 

A store adjacent to the present lo- 
cation is being taken, quadrupling the 


| present space. With a corner, front- | 


ing on Park and Elizabeth Streets, un- 
usual display space is available. The 
three front windows have several 
unique points of design, including a 
removable parquet floor, capable of 
being removed weekly or as desired. 


| Black and white fused glass on a slant 
| at the front and side of the false floor 


gives a sign with the store name, with 
illuminated effect from light reflection 
even in the day time. A series of 


steps is used for the ceiling of the win- | 
| dow, inverted toward the rear, so that | 
| the usual rough work of lighting and 


vacant space is eliminated even at 
closest range. These steps come down 
to meet the tops of the background, 
which is designed to resemble the- 
atrical sets, and may be altered ac- 
cordingly. Clear glass windows cover 
one-half the rear of each of the two 
display windows facing on the main 
entrance. 


Two larger windows are used on the | 


side, with two small windows near the | 
| partment, 11 extras were on duty for 


side entrance (for the public) further 


back. The two large windows have a | 


display case similar to the jeweler’s | ) 
| rush of business. 


types, open at the rear and backed next 








to the window. The front, into the 
store, is glassed, and a double display 
effect in either direction is thus 
achieved. 

Private elevator gives connection to 
the second floor. First floor carries 
men’s shoes alone. The women’s and 
children’s departments are above. Chil- 
dren’s lines are a new department for 
Rackham, though a small stock has 
hitherto been carried only. A _ play- 
room, 20 by 35 ft., with rides, etc., has 
been laid out, with large pastel murals. 
Children’s fitting room is in front, with 
women’s fitting room to left, over the 
present store, and stock rooms next 
to this. Concealed display is used 
throvghout. 

Free parking in an inside garage for 
customers is a feature of the new store, 
as well as the privilege of “checking” 
the kiddies here while shopping. The 
store will have the largest “children’s 
correct shoe” department in the state, 
according to Rackham. 

Both men are well known in the in- 
dustry. There is a remarkable facial 
resemblance to both partners, causing 
them to be known as the “Siamese 
Twins” of the local trade. 

Rackham started in the shoe busi- 
ness in 1910, in Detroit, “putting on 
buttons.” He has been with Canti- 
lever here for 14 years, formerly vice- 
president, and bought the company lo- 
cally from Tom Jackson in 1925. He 
is vice-president of the Detroit Retail 
Shoe Dealers’ Association. 

Taylor has been with the R. H. Fyfe 
Company, as manager and buyer of 
juvenile department and women’s low 
heel sport shoes, since 1925, and is now 
leaving that organization with warmest 
wishes of his associated. Before that 
he was in Cleveland for three years, 
and formerly with Fyfe in the same 
capacity since 1916. He started in 
the shoe business, he humorously re- 
calls, as a boy, when he got the job 


| through the experience he claimed, 


“selling horseshoes’—and his sales- 


| manship got him his first job. Taylor 


is president of the Detroit Retail Shoe 


| Dealers’ Association, and is chairman 


of the Juvenile Style Committee of the 
national association. 


Shoes Move in Des Moines 


Des Moines, IA.—Des Moines shoe 
dealers report business generally im- 
proved since the inauguration of NRA 


| as the opening of fall business is ap- 


parent. During a recent city wide 
sale day, large business was done on 
sport shoes, one store being practically 
sold out and finding it necessary to re- 
order. In Younkers basement shoe de- 


sale day at its opening, and as many 
more had to be called in to handle the 
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Shoe by Dodge, Bliss and Perry Co., 
Newburyport, Mass. 


YOUR 






SHOE FORM COMPANY, Ine. 


AUBURN, N. Y. 


Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 


Northampton, England 
Frankfort, Germany 


Paris, France 
Melbourne, Australia 


TO CHARM 


ANKLE-HI FORMS 
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CUSTOMERS 


and hasten a sale 


use 


Tue window shopper pictures 
your shoe on her foot. The first 
glance leaves a lasting impression in 
her mind. If your shoes are well 
formed the impression is good—the 
sale made easier—and the customer 
better satisfied. There is a Fairy 
Form for every shoe. Our free 
booklets fully explain their types 
and uses. 


fairy Tovms 


Sell ~- 
Ah Ie f- » FOaTCN™ raTenTs 








Richard Young Company Elects 
Officers 


At a special meeting of the Board of 
Directors of the Richard Young Com- 
pany held in New York, Aug. 14, the 
following officers were elected: 

Richard Young chairman; Fred E. 
Foster, president; Fred A. Chilton, first 
vice-president; John J. Riley, second 
vice-president; Joseph J. Gill, treas- 
urer; A. L. Gillespie, secretary. 

No changes were made in the mem- 
bership of the Board of Directors. 

This well-known firm was founded 
53 years ago by Mr. Young and dur- 
ing the entire period of its existence he 
has been at its head. His retirement 
from the presidency is due to his de- 
sire to be relieved of the exacting 
duties of executive office. Mr. Young 
will remain closely associated with the 
company in his new capacity as chair- 
man of the board, so that his unusual 
knowledge gained: from over a half 
century of experience, will be readily 
available. The capital structure and 
resources of the company remain un- 
changed. 

The newly elected president, Mr. 
Foster, joined the organization in 1910 
as manager of the Western Sales Of- 
fice in Chicago, came to New York in 
1916 as sales manager, and in recent 
years as vice-president has assisted Mr. 
Young in the general direction of the 
company’s affairs. 

Mr. Chilton, first vice-president, acts 





as the company’s manager in Boston, 
supervises the tannery at Peabody, 
Mass., and assumes direction of sales 
in New England and Canada. Mr. 
Riley, second vice-president, is  re- 
sponsible for all purchases of raw ma- 
terial. Mr. Gill, treasurer, handles the 
company’s finances and credits, and di- 
rects its Furskin Department. Mr. 
Gillespie, secretary of the corporation, 
supervises the general offices of the 
company in addition to other duties. 
All of these gentlemen have been with 
the Richard Young Company for many 
years. 

The company’s factories at Peabody, 
Mass., Wilmington, Del., and Glovers- 
ville, N. Y.; and sales offices located in 
Boston, Chicago, St. Louis, Cincinnati, 
Milwaukee and Sydney, N. S. W., con- 
tinue under their present able man- 
agers. 


Retailers Tax Constitutional 


SPRINGFIELD, ILu.—The Illinois re- 
tailer’s occupational tax was held con- 
stitutional in a decision handed down 
by Circuit Judge L. E. Stone. 

Complainants in the various bills 
sought a writ of injunction to restrain 
certain state officials from spending ap- 
vropriations to administer the act. 
Judge Stone sustained demurrers to the 
bills and dismissed the bills for want of 
equity. He held that the act does not 
violate either the State or Federal 
constitutions. 


Takes Another Floor 


LyNN, Mass.—The Gold Seal Shoe 
Co. has taken another floor in the 
Hilliard & Merrill building at 130 
Eastern Avenue, to which it moved a 
few weeks ago the business of its New- 
buryport and Boston factories, the ad- 
ditional floor increasing its floor space 
to an area greater than 100,000 square 
feet, the capacity of which will be more 
than 100 cases a day of women’s shoes. 





Shoemaking in R. I. 


LYNN, Mass.—The New England 
Shoe Mfg. Co., makers of women’s Mc- 
Kays and a general line of stitchdowns, 
and the Grant Shoe Co., makers of 
women’s McKays, have moved to Bris- 
tol, R. I., where they are occupying 
space in a U. S. Rubber Co. factory. 


Accessory Items 


CHIcaGco. — A very large artist’s 
palette makes an attractive background 
upon which to display shoe accessories 
in Walk-Over’s women’s shoe depart- 
ment. 

This unusual setting not only calls 
attention to these feminine bits but 
shows them off to good advantage. 
Well arranged bright colored bows 
with their splotches of color, jewelled 
and cut steel buckles give the palette 
the effect of a butterflies’ playground 
at a little distance. 
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N. E. Retailers Meet , 


Boston.—Approximately fifty retail 
shoe merchants gathered in the ball- 
room of the Hotel Statler, August 16, 
and voted to organize an association 
representing the six New England 
states, which association shall be affili- 
ated with the National Shoe Retailers 
Association. With F. E. Ballou, of 
Providence, in the chair, they agreed 
that the attendance was too small to 
perfect the organization in one meet- 
ing and that it will be necessary to 
gather again on August 21. The time 
between will be used for those who at- 
tended to drum up additional at- 
tendance and to impress on every shoe 
merchant in New England the supreme 
importance of organizing, not only’ so 
that they may be represented as a 
group before the retail code hearings 
in Washington on August 22, but also 
because of the administration’s request 
that industries organize to enforce their 
own fair practice rules after the codes 
are signed and in effect. 

The meeting was called by a com- 
mittee consisting of Ernest A. Bur- 
rill, Gordon McNeil, William J. Walsh, 
Arthur Wallace and B. W. Childs. 

The motion that an association be 
formed, with the proviso that member- 
ship in this regional association carry 
with it membership in the N.S. R. A., 
was made by Mr. Wallace who oper- 
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ates a group of stores in Boston. “If I 
had known,” said he after glancing 
around the room, “that I had so few 
competitors, I would have raised my 
prices long ago. We retailers have a 
habit of getting together and talking 
a lot about what should be done but 
we apparently haven’t courage to do it. 
We need an organization and need it 
badly but it is not up to the few to do 
the work of the many.” 

His motion carried but the commit- 
tee appointed to go into organization 
details recommended that another 
meeting be held by which time the near- 
ly 2000 retail shoe merchants of this 
section of the country will have re- 
ceived messages asking them to join on 
the basis of a $1 per store membership 
fee with annual dues to be determined 
later. 

The local office of the National Re- 
covery Administration was represented 
by Gorton James, who explained the 
need for organizing and answered ques- 
tions relative to the application of the 
blanket code. 





Chicago Style News 


CuIcaco—At Marshall Field and 
Company’s there are some slight de- 
mands for satin models but as yet no 
heavy demand for this material. Satin 
shoes that are being sold are in various 
tie models for strictly tailored wear, it 








is reported here. This fabric, both in 
dresses and in footwear, is already ap- 
pearing in cheaper grade merchandise, 
which will mean a short life for satin 
for the quality folks, is the thought. 

There is some demand for eel gray 
for Fall wear. However, in general, 
shoes will match the furs on coats and 
suits and black shoes are already being 
shown to wear with gray outfits that 
have black fur trims. 

Reptiles*and alligators will be good 
for fall wear especially the latter as it 
looks particularly well with mannish 
suits and the new nubby materials. A 
smart new model in brown alligator 
had a pattern in medium size perfora- 
tions with an underlay in light color 
which pricked it out. 

Many five and six eyelet ties will be 
sold here, it is expected, to be worn 
with the new shorter skirts that are 
coming along. 

Already suedes are in big demand 
and new Fall models have been brought 
into the August sales stocks to sweeten 
up the stock and to meet these per- 
sistent calls. Suedes are selling in 
both black and brown. The latter is a 
very dark shade which distinguishes it 
from the cinnamon browns of last 
year’s vintage. Suedes are used in 
many combinations and the new Fall 
shoes in general have many interesting 
details which will become more a mat- 
ter of sales talk as the season advances. 
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HOTEL 


KENMORE 


COMMONWEALTH AVENUE at KENMORE SQUARE 
BOSTON - MASSACHUSETTS 


One of Boston's newest and finest hotels ’ 
pleasantly and conveniently located on broad 
Commonwealth Avenue, near Boston’s ( 
theatrical and shopping center. Modern in 
appointments and with a delightful homey { 
atmosphere. Cheerful outside rooms. 
Special dining facilities in its moderately 
priced Coffee Shop and Main Dining Room. 


$ 3° 
400 Rooms /rom Daily 


Each with tub, shower, circulating ice water 
LOWER WEEKLY AND MONTHLY RATES 


Ample parking space 
Send for booklet — “Historical Boston” 













Chain 











Cc P. DODSON, President 















































records are made available 


Recorder’s Stock Record System 


] to independent retailers in the 
| (either in cards or book form) 


) Samples on Request 


MERCHANT’S SERVICE DEPT. 
367 West Adams St., Chicago, IIl. 


KEN T 
AUTOMATIC 
GARAGE NEW YorK 


The last word in convenience and safety 
for your car’... occupies its own par- 
ticular compartment . . . offers every 
opportunity for storage by the hour, the 
day, the month . . . with or without 
service. 


Rates $15.00 monthly and upwards. . .. 


Expert repairs on all makes of cars. 


KENT GRAND CENTRAL 


44th St. Near Third Ave. 
Tel. Murray Hill 2-0460 


Your Car Is Never Touched by 
Human Hands 
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Worm & Sullivan Opens 


GRAND Rapips, MicH.—The new shoe 
store of Worm & Sullivan, which spec- 
ializes in women’s shoes, has made its 
formal bow to the public. The proprie- 
tors have been overwhelmed with com- 
pliments about the fine shop they have 
caused to be fashioned. 





The attractive new store front of the 
Worm & Sullivan store, Grand Rapids. 


A. E. Worm and Harry Sullivan for 
several years have been identified with 
leading Grand Rapids stores and are 
widely known to local and Western 
Michigan trade. Mr. Worm has been 
a buyer and merchandiser of shoes on 
Monroe avenue more than 33 years. 

Following in general the designs of 
some of the new foreign shops, this 
store has mirror lined walls, carpets 
blending with walls and fixtures and 
samples of the merchandise shown on 
display tables, the bulk of the stock 
being out of sight of customers. Divided 
into two parlors the new shop has 
paneled walls with rare prints and is 
provided with davenports, chairs and 
lamps. 





Muse Buys Leased Department 


ATLANTA, GA.—The George Muse 
Clothing Company has purchased the 
stock of the Muse Children’s Shoe De- 
partment, which has been leased to the 
Pied Piper Shoe Company, it has been 
announced. The department, which is 
now locatéd on the sixth floor of the 
Muse store at the corner of Peach- 
tree and Walton Streets, will be moved 
down to the fourth floor and will be 
placed in charge of W. W. Dixon, man- 
ager of the ladies’ shoe department. 





Adds Men’s Shoes 


Kansas City, Mo.—Jack Henry, Inc., 
has leased the southwest corner of 
Forty-seventh and Wyandotte Streets 
and will move this month from his 
present location. The new shop will be 
three times as large as the present one, 
with about 3800 square feet of floor 
space. Men’s clothing and men’s and 
boys’ shoes will be added to the stock of 
furnishings now carried. 
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PRICE 
IS INCIDENTAL 


The maker of shoes cannot control price in a 
broad sense—he can only control salability 
and quality. When raw materials and labor go 
up—or down—his price follows suit. 


So, to him, price is incidental, and far more 
important are those qualities which make 
shoes salable—their comfort, style, durability 
and reputation. 


We have continually tried to build into our 
shoes those things which not only lead to a sale 
but to many resales—and at the same time 
keep within the price limits of the average 
woman. 


We believe that every retailer selling Robin- 
son-Bynon shoes has found that his steady 
business cannot be thrown off balance by dis- 
turbing economic developments as long as 


“Robinson-Bynon shoes continue to meet the 


needs of thousands of women at a reasonable 
price. 


It may be that you are looking for a line whose 
stability offers greater security in the coming 
years. If so, we will be glad to discuss the mat- 
ter with you. 


ROBINSON-BYNON SHOE CO. 


Auburn, New York 
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WHERE TO BUY 
Men’s Shoes 


BO OTe Te 











Co 
Trae? ” “SHOE 


Men’s Fine Shoes 


OLD COLONY SHOE CO. 
mAGtba MASS. | o HIGH ST. 








43 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 
































CAST WEYMOUTH,.MASS.U.SA. 
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WHERE TO BUY 
Pullman Slippers 


0 8 ee 8 ee eee 


“FOOT-GLUV” 


The popular traveling slipper! 
$1.50 to $3. immediate 
Delivery 











Write for Samples ! 
SWAN SHOE CO., Inc. 


2201 Alsquith Street 
BALTIMORE, MARYLAND 

















Start Forty-Hour Week 


PEABODY, MAss.—A. C. Lawrence 
Leather Co. has started on a 40-hour 
week after making a 10 per cent in- 
crease in wages. 
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WHOLESALE PRICES ADVANCE IN JULY 





WASHINGTON, D. C.—The index num- 
ber of wholesale commodity prices as 
computed by the Bureau of Labor Sta- 
tistics of the Department of Labor 
shows an increase from June to July, 
1933, it was announced today. This 
index number which includes 784 com- 
modities or price series weighted ac- 
cording to their importance and based 
on the average prices for the year 1926 
as 100.0 averaged 68.9 for July as com- 
pared with 65.0 for June, showing an 
increase of 6 per cent between the two 
months. This is the fifth consecutive 
month showing an increase, correspond- 
ing indexes for February, March, April, 
and May, 1933, were 59.8, 60.2, 60.4, 
and 62.7, respectively. As compared 
with July, 1932, with an index number 
of 64.5, the July, 1933, wholesale price 
level shows an increase of more than 
6% per cent over that of a year ago. 

Between June and July increases 
took place in 466 instances, decreases 
in 40 instances, while in 278 instances 
no change in price occurred. 

This is the second consecutive month 
in the past three years that prices for 
the current month have shown an in- 
crease over the corresponding month 
of the year before. The all commodi- 
ties index, which indicates the trend 
in the general level of wholesale prices 


Hides and leather products........... 
EPOOLE. GNA BNOEE. « o.c0icc cccsc ces 
BEUMON MUG SUING 5.6.5 6 068 tc:ce0-0 


Leather 





O00 4866640604 60.0 a8 B88 


shows that prices in July were approxi- 
mately 27% per cent below the level 
of June, 1929, when the index stood at 
95.2. 

The largest price advance was shown 
by the farm products group which in- 
creased by almost 13 per cent over the 
previous month. Increases took place 
in the average prices of grains, calves, 
steers, live poultry, cotton, eggs, fresh 
apples, oranges, hay, fresh milk at New 
York, peanuts, seeds, tobacco, dried 
beans, white potatoes, and wool. De- 
creases were recorded in the average 
prices of cows, hogs, sheep, hops, 
lemons, and onions. 

The second largest advance occurred 
in the textile products group which 
showed a rise of 10% per cent from 
June to July. This increase was due 
largely to the increase in the price of 
cotton goods which was approximately 
12 per cent higher in July than in June. 
When compared with July, 1932, an in- 
crease of 60 per cent has been recorded 
in the wholesale price of cotton textiles 
in the 12 months. 

The hides and leather products group 
showed an increase of approximately 
4% per cent during the month. All 
subgroups shared in the advance as 
shown by the following released fig- 
ures: 


July, 1982 June, 1933 July, 1933 


get 68.6 82.4 86.3 
Bee 84.4 85.5 88.3 
ae 33.5 81.4 88.7 
ae 60.0 74.3 78.0 
Ae 83.7 78.5 80.0 








Men’s Shoes 35% Gain 


DetroiIt—A 35 per cent increase in 
sales of men’s shoes, in pairs, is re- 
ported by Steven J. Jay, buyer of this 
department at R. H. Fyfe and Co. The 
increase in dollars has been consider- 
ably less, but there is a new trend 
setting in toward higher priced mer- 
chandise. Most gratifying of all has 
been the number of customers who 
have come in for their first new pair 
of shoes in two or three years. In- 
cidentally, this at least indicates the 
lasting quality of modern shoes, when 
forced by utter necessity. Men going 
back to work are the most frequent 
buyers of new shoes right now. 

Style note from Fyfe’s indicates a 
heavy season in browns for early fall, 
in the men’s lines, according to Jay. 
This is planned as considerably heavier 
than last year, from early indications. 
Blacks should come in somewhat later, 
with a noted drift toward heavier 
styles. 


Schiff Makes July Gain 


CoLumBus, OH1I0—The Schiff Co., op- 
erating a chain of 182 retail shoe 
stores in 26 states, reports sales for 
the seven months ending July 29 of 








$4,962,103.94 compared with $5,053,- 
310.41 for the corresponding period last 
year, a loss of but 1.8 per cent. 

Sales for the four weeks period ‘end- 
ing July 29 were $665,442.12 compared 
with $569,260.60 for the same period 
last year, showing a gain of 15.14 per 
cent. 


Compo Corp. Makes Report 


Boston, Mass.—In a report just re- 
leased, the Compo Shoe Machinery 
Corp., which specializes in leasing ma- 
chinery used in company’s process for 
cementing soles to shoe uppers, reports 
for six months ended June 30 last, net 
income after depreciation, obsolescence 
and taxes of $124,104, against net in- 
come of $78,672 for corresponding 
period of 1932, and $70,847 for full 
year 1931. 


Gets Wage Boost 


St. Louis, Mo.—H. Vorwick, superin- 
tendent of the Barnes Shoe Company 
factory at Centralia, IIl., stated that a 
seven and one-half per cent (74%) 
increase in wages was put in effect on 
July 24th and that a similar increase 
would be given in September. 
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THE ARISTOCRAT OF 
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This modern shoe, distinguishea 


stitch, lock stitch, or by cement. 








eae 


for grace and flexibility, is made on 


standard UAC equipment. 


The insole can be 


FULL or SKELETON 


(for added flexibility). 


The outsole may be attached by chain 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 
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w. 8. CHASE sons INC., 
HAVERHILL, MASS. 
tn Steck Mon's Full Leather Lined 
Handturned Slippers 
Priced from $1.35 
Kid Pullman Slippers 
‘olore and black with 
Snap Pocket #1.35 
Zipper Pocket #1.50 


Ol i i eel 


WHERE TO BUY 


Children’s Footwear 


8 68 6 6, hh Er OO OD 





MES. DB LV"S IDEAL BABY SHOES 
Infants’ Soft Soles...0-8 


intermediates ........ 1-8 
Flexible Hard Soles. ..2-8 
Send for In-Stook 
Catalog 





MRS. DAY’S IDEAL BABY 
SHOE CO. 








Locust St. Danvers. Mass. 





[Se 
GH.BASS & CO. sitonniine 











WHERE TO BUY 


Shoe Trees 













Self Adjusting Shee Trees. 
A gentle squeeze inserts or 
romeves. Write fer unique 
tales plan. 


SIMPLEX SHOE 
TREE COMPANY 








Scherer Leather Co. Moves 


MILWAUKEE, Wis. — The Scherer 
Leather Company, one of the most ag- 
gressive organizations of Milwaukee 
serving the western trade, is moving 
its office and plant to Cudahy, a suburb 
of Milwaukee. This plant formerly 
was occupied by the’ Drisole Tanning 
Company, Inc., which retired from 
business last June. 





INDIANAPOLIS, IND.—A big battle is 
scheduled for Aug. 30 at the Broad- 
moor Country Club between the Colum- 
bia Club and the Indianapolis Athletic 
Club, and judging from advance re- 
ports, it will be a fight to the finish, 
the spoils to be the George J. Marott 
trophy. 

The picture shows J. V. Stout, Ath- 
letic Club chairman for the event 
(left), telling Wallace O. Lee, Columbia 
Club chairman (right), that the cup 
is as good as won by the Athletics, 
while Mr. Marott (center), donor of 


Lehigh Valley Retailers Band 


ALLENTOWN, Pa.—Shoe retailers of 
Allentown, Bethlehem and Easton and 
other towns in the Lehigh Valley, at a 
meeting held here, endorsed President 
Roosevelt’s Recovery Program and gave 
approval to the proposed code which 
will be submitted by the National Shoe 
Retailers Association. 

The retailers favored a 48-hour 
week, contending that shoe-fitting is a 
highly specialized vocation and that 
shoe salesmen should not be classified 
as ordinary clerks. A minimum wage 
of $12 a week was suggested. 

Owen W. Metzger, of Wetherhold 
and Metzger, of Allentown, presided at 
the meeting. 

The code was explained by Cal J. 
Mensch, secretary of the Middle Atlan- 
tic Shoe Retailers’ Association. 

As a result of the meeting, it was 
decided that the shoe retailers of the 
Lehigh Valley form an organization 
and Mr. Mensch was asked to have a 
committee appointed by the Middle 
States association for the purpose of 
formulating plans for the forming of 
such an organization. 

Following the appointment of such 
a committee, further meetings will be 
held at which plans for the association 





will be perfected. 
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BATTLE FOR GEORGE T. MAROTT TROPHY 
























































the trophy, is acting as peacemaker. 

The golf tournament will be the fifth 
annual one between the two clubs. 
Twenty-five members of each club will 
take part and the low total score wins 
the trophy. 

The Columbia Club has three legs 
on the trophy to the Athletic Club’s 
one, but it takes six for a permanent 
possession. 

Each club will hold a preliminary 
tourney to pick the twenty-five low- 
score shooters. 








. DATES TO REMEMBER 


| a September 4 

School Starts ........... ..... September 5 
Annual Convention, New York State Shoe 
nee Assn., Hotel Ten Eyck, Albany, 

Or. September 11-12 


Fall oie Week ............ September 16-23 
Jewish New Year ............. September 21 
World Series Commence .......... October 4 
Columbus Day .................. October 12 
eS October 31 
Armistice Day ................ November 11 
Thanksgiving ........... ..... November 30 


30th Annual Convention, National Boot and 
Shoe Manufacturers Association, Hotel 


Commodore, New York........ December 4 
National Season Opening, Hotel Commodore, 

PO NOM Soe Scdnsoescased December 5-8 
i a aS December 25 
New Year’s Day ............. January 1, 1934 
National Shoe Retailers Annual Convention 

Coe | Jan. 8, 9, 10, 1934 


Middle Atlantic Shoe Retailers Association, 
20th Annual Meeting and _ Exhib‘tion, 
Hotel Adelphia, Philadelphia. .Jan 22, 23, 24 

Northwestern Shoe Retailers Regicnal Asso- 
ciation at Minneapolis. .... Feb. 5, 6, 7, 1934 

Indiana Shoe Buyers Eleventh Annual Con- 
vention, Claypool Hotel, Indianapolis, 
RAR Se es ee eee Feb. 4, 5, 6, 1934 
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pre-welt shoes per day. The 
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shoes by the Millerway Adhesive Process. 
flexible cellulose cement and make shoes that possess and retain astounding 


176 NO. WATER STREET 


© This illustration shows a unit of six lasting machines in operation at the F. S. 
Elam Shoe Company, Rochester, New York. This machine lasts 2600 pairs of 
floor space is 16 x 20 feet. 


MECO LASTING MACHINE COMPANY 


ROCHESTER, NEW YORK 


Try lasting your 
Use extra light weight insoles, new 










Manufacturers 


It will pay every manu- 
facturer to investigate 
the Millerway Adhesive 
Lasting Machine. The 
Millerway Process is the 
easiest and best method 
for Lasting McKays, ce- 
mented process and 
Pre-welts, Men’s work 
shoes and boys and 
youth’s play shoes. It is 
being readily accepted 
by the shoe industry 
for it produces flexible 
and squeakless shoes 
that will give the max- 
imum comfort and 
@ absolutely retain their 
shape. It will save enor- 
mously in production 
costs. 








N. Y. Shoe Retailers 


Convention Plans 


ALBANY, N. Y.—Chairman T. Arthur 
Cohen of the 1933 New York State 
Shoe Retailers Association Convention 
Committee expressed pleasure at the 
progress of the various committees ar- 
ranging for the state meeting, Septem- 
ber 11 and 12. Important matters will 
come before the Board of Directors at 
its Sunday night meeting, September 
10. John Slater, of New York, as 
chairman, will preside at this gather- 
ing. President Henry Merton Smith, 
of Penn Yan, and the other officers, 
are members of the board. 

“Among the subjects to be discussed 
at our clinic on Monday,” said Mr. 
Cohen, “will be the Podiatry Bill, 
which if passed and becomes a law 
will prohibit shoe merchants in New 
York States from recommending any 
type of corrective shoe, or giving ad- 
vice as to the type of shoe a person 
with foot trouble should wear, unless 
he is a registered podiatrist. This 
would put every shoe dealer selling 
orthopedic shoes in New York state 
out of business. We want to kill any 
proposed legislation so radical and un- 
fair as this. The increase from one 
to two per cent in the State sales tax 
will be a target at which we will aim 
our arrows of opposition. All of Tues- 
day afternoon will be devoted to the 
NIRA. There is much feeling that the 
working hours for sales people should 








be 48 hours rather than 40 and we have 
so informed the N. S. R. A., with 
which we are affiliated.” 

“What the World Needs,” is the sub- 
ject of “Senator” Edward Ford’s ad- 
dress at the banquet on Monday night, 
and Manager J. H. Stone of the Na- 
tional Association will speak on the 
subject, “Our Problems.” Arthur D. 
Anderson, editor of BooT AND SHOE 
RECORDER, will officiate as toastmaster, 
and due to the illness of Chaplain C. 
H. Barton, of Buffalo, former presi- 
dent, and Chaplain William Pidgeon 
has been invited to pronounce the in- 
vocation. 

In charge of the convention are these 
committees: Chairman, T. Arthur 
Cohen; vice-chairman, J. L. Patton; 
secretary, Leland Mayer; treasurer, 
Ernest A. Beaumont; chairman ladies’ 
entertainment committee, Ira R. Levi- 
son; general committeemen, Justin H. 
Sullivan, John J. Meara, John B. Kelly, 
John MacDonald, W. M. Emery, Arthur 
Converse, John Beaumont, Howard G. 
Cohen, W. G. Griswold, Andrew Bell. 


Promoting Black Satin 


Los ANGELES—Bullock’s downtown 
store, Los Angeles, is sponsoring a new 
type of black satin oxford at $8.75, 
which it calls the “Five-o’Clock Shoe” 
and which is being introduced as a com- 
plement to the Fall vogue for satin in 
wearing apparel. 





Sons Become Partners 


DetROIT—Nathan Hack, head of the 
Hack Shoe Company, has just achieved 
the ambition of a life time in the as- 
sociation of his youngest son, Leonard 
Hack, with the business, following his 
recent graduation from the University 
of Michigan. Leonard becomes secre- 
tary and treasurer of the company. 
At the same time, the oldest son, Mor- 
ton Hack, chiropodist, becomes vice- 
president of the company. 

Nathan Hack, who is secretary of the 
Detroit Retail Shoe Dealers Associa- 
tion, believes that training the chil- 
dren in the business followed by their 
father is an excellent tradition ruth- 
lessly discarded. “If a man thinks his 
business is not good enough for his 
children, he has no business being in it 
himself,” he said, and he has followed 
out this theory with the practice of a 
life time, with his two sons enthusi- 
astically following in his footsteps. 





New Firm Making Progress 


Bronx, N. Y.—The Arthur Yohalem 
Bootery Shops, Inc., started last Spring 
at 1015 East 163rd St., with Arthur 
Yohalem, president, and Sam Kaplan, 
treasurer, report a very satisfactory 
business, especially in their corrective 
shoes. Yohalem was connected with 
several representative shoe houses in 
New York City during his long retail 
experience, while Kaplan was with the 
banking firm of Lehman Bros. 
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WHERE TO BUY 


VV omen’s Shoes 
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ORIGINAL 


Dr:t, 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc 
Buffalo, N. Y. 








HANNAHSON’S 


POPULAR SATINS 
In Stock 


RUTH 
$]- 65 








X%4016 Black Velvet 
X4080 Black Satin 
AA-C_ 19'/2/8 Louis Heel 
_ 72 Special Pump Last 
Write for Circular 


HANNAHSON'S 


HAVERHILL : : MASSACHUSETTS 








DO YOUR CUSTOMERS COME BACK? 
A_LADY RECENTLY PURCHASED 
HER SEVENTEENTH PAIR OF 


Clara Bon 


THE MOST 
PROFITABLE 
BUSINESS IS 
BUILT WITH 
SHOES THAT 
MAKE 
CUSTOMERS 
RETURN TO 
YOUR STORE 





SHAFT-PIERCE SHOE Co. 
FARIBAULT, MINNESOTA 

















New Littleway Shoe 


LYNN, Mass.—A new type of Little 
shoe, lately developed here, and now 
going into commercial production, has 
a very fine seam, and this seam is so 
close to the edge of the sole that the 
foot does not tread on stitches. It is 
essentially a high grade proposition. 
The shoe forms to a beautiful bottom 
contour, and not a sign of a stitch 
mark can be seen on the finish of its 
bottom. Each stitch is individually 
locked, the same as the custom shoe- 
maker of old used to lock each stitch 
as he made it, only the new stitch is 
locked by the machine. 
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REMARKABLE BOOT 


BOSTON, MASS—The United Shoe Ma- 
chinery Museum has just added to its coilec- 
tions a postilion boot that’s a remarkable 
specimen of shoemaking, for its sole, as thick 
as the heel on a man’s shee of today, is sewn 
with thread as thick as a piece of twine, and its 
heel, as big as a saucer, is pegged on with 
wooden pegs each as thick as’the skewers that 
the butcher thrusts into meat. The upper, 
knee high, is heavily padded, and the boot 
weighs something like ten pounds. They must 
have had to use a winch to haul the thick 
thread through the thick leather of the soles. 





Store Hours Not Limited 


Declaring it had come to his atten- 
tion that in many cities Chambers of 
Commerce, Merchants’ Associations 
and other business bodies are advocat- 
ing shorter hours for all retail estab- 
lishments, in some instances as low as 
49 hours per week, Ward Melville, pres- 
ident of the National Council of Shoe 
Retailers, last week warned the Coun- 
cil’s entire membership that such pro- 
grams are in distinct violation of 
both the letter and the spirit of the 
National Industrial Recovery Act. He 
appealed to members to take the lead in 
actively opposing any efforts, however 
unconscious, which might tend to de- 
feat the full purpose of the President’s 
recovery program. 

“The Government,” said Mr. Melville 
in his letter to shoe retailers, “had not 
the slightest thought or purpose to 
limit the hours during which a store 
might be kept open. So far as the Na- 
tional Recovery Administration is con- 
cerned, stores may be kept open 24 
hours each day, or any portion of the 
24 hours which local buying habits and 
local custom may render desirable. 

“The fundamental purposes of the 
Recovery Act are to increase employ- 
ment and to raise wages, and to these 
purposes the National Council of Shoe 
Retailers has pledged wholehearted 
support. But if retail merchants are 
to cut down the number of hours in 
which their stores will be open to the 
public, so that it will not be necessary 
for them to take on new employees, or 
at most a very few additional em- 
ployees, the primary purposes of the 
Government will be injured rather than 
served. It was for this reason that the 
President’s blanket code for retailers, 
which is effective pending approval of 
individual codes in the _ separate 
branches of distribution, expressly pro- 
vided that on and after Aug. 1, 1933, no 
retailer shall reduce the hours of any 
store or service operation below 52 
hours per week in any one week unless 
such hours were less than 52 hours per 
week prior to July 1, 1933, and in the 
latter case shall not reduce such hours 
at ail.” 





Files Incorporation Papers 


INDIANAPOLIS, INp.—Officials of the 
Orthopedic Shoe Stores Company, Inc., 
a New York corporation, have filed 
papers with the Secretary of State. 





Texas Fall Opening 


Fort WorTH, TeEx.—One of the 
best selling shoes featured by Manager 
Bill Harris at Washer Bros. for the 
Fall season is a genuine rice grain Cal- 
cutta Lizard oxford with a three eye- 
let tie and a medium Continental heel. 
This shoe is shown in black, brown and 
blue, and proves to be very popular 
with Fort Worth women. Another 
popular shoe from Washer’s is a Man- 
drucca leather with three-square eye- 
let tie which is shown in flint grey, 
black and brown. Another much ad- 
mired shoe is of extremely dark brown 
suede with spat appliquéd with taupe 
suede. It is a three blind eyelet effect 
using grosgrain ribbon lace. 


Mystery Shoes 


LyNN, Mass.—A new variety of 
novelty style shoes, that has just ap- 
peared here, is known as “The Mystery 
Shoes,” for the manner of the making 
of them is thus far a secret with the 
manufacturers. These shoes each have 
but a single sole, and that is fastened 
to the upper either with stitches or 
cements. There isn’t a sign of an insole 
in the shoe, and it’s a mystery, even to 
seasoned shoemakers, as to how an up- 
per may be lasted to a shoe without any 
insole to which to fasten the lip of the 
upper. 

These new mystery shoes look like 
turns, but it’s plain enough that they 
are not turns, because they are not 
stitched like turns. 











There’s More Coming 


Twenty-five years is a long span of time, 
yet I have to see the first issue of the Boot 
and Shoe Recorder that I did not appreciate. 

F. W. Rathjen, Clarendon, Texas. 


vvv 


Another Quarter-Century Reader Says 


We have been recipients of the Recorder 
for 25 years. We look forward each week 
to receiving this matter with a great deal 
of pleasure for we have benefited much 
these many years by the numerous items 
contained therein. 

E. H. Martin Shoe Co., McComb, Miss. 
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After Signing Code, What Next? 


[CONTINUED FROM PAGE 22] 


purchasers away. A happy medium must be found. 
We want no inquisition of retail shoe prices. Every 
merchant in America wants to play fair with the 
public and at the same time survive. He wants to be 
helpful and will observe proper caution in his pricing, 
for in a way he is forced to keep his prices in hand 
for fear of losing his customers entirely. 

For the moment, the merchant is the one who has 
done most to bring about recovery. His early orders 
put into circulation money, credit and work. He 
stocked up because he knew prices were going higher. 
He should benefit somewhat by his foresight. In 
stepping into a new and strange business period he 
should keep a sharp eye ahead. 


Milwaukee Merchants Keen for Code 


MitwavukeE, W1s.—The retail code has gained the 
warm support of merchants here who see in it relief 
from the competition of cheap chain stores. The re- 
strictions on hours are of particular advantage to 
independent dealers. 

Many chain stores have been keeping open to all 
hours of the night, often past midnight. Their busi- 
ness has been heavy. On a recent Saturday night one 





"| STOP AT THE 
HOTEL NEW YORKER 








because it's just a step 
to every important shoe 
activity in New York," 
said one of America's 
more important shoe 
buyers. 


Smart shoe promotions— 
intriguing styles — selling 
displays and immediate 
contact with New York 
shoe lines — right under 
your hotel window. 


Located in the silent zone, 
where an undisturbed 
night's sleep revitalizes a 
tired body for tomorrow's 
work, 




















2500 ROOMS 
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HOTEL NEW YORKER 


34th Street at 8th Avenue, New York Ralph Hitz, President 


Hotels Van Cleve, Dayton; Book-Cadlilac, Detroit; Ritz-Cariton, Atlantic City, 
also under Ralph Hitz Direction 





store had every chair filled, with 45 salesmen on the 
floor. 

The code has already had an effect on these stores. 
They have been forced to cut their store hours and 
raise the salaries of their employees. These adjust- 
ments, coupled with the rise in leather prices, have 
forced up their retail price. One of the more success- 
ful chains added 50c. to a pair of $1.95 shoes. 

The better stores have also made their adjustments 
but as one owner put it “we’re seeing more of the wife 
and kiddies.” A representative of Caspari and Ver- 
mond, one of the long established independent con- 
cerns, expressed the hope that an even shorter week 
could ‘be adopted. Other dealers agree that “we can 
sell all the shoes we want to” on a five-day week. 

The better shops have been doing rather well. 
Their revenue in the last two months has been about 
the same as last year with volume considerably better. 
The Stetson Shoe Store reported that May was its 
best month in the last year and a half. The manager 
of the store has noticed that customers whom he 
hadn’t seen for two years were returning. 

Vacation trade has: been particularly strong— 
especially from people seeking comfortable walking 
shoes for the World’s Fair. Joseph A. Schumacher 
reported a comfortable volume of business for May, 
June and July. The early part of August seemed to 
be slumping slightly. The Nunn, Bush and Florsheim 
stores found their Summer sales well above a year ago. 


ILLINOIS COLLEGE 


OF CHIROPODY AND FOOT SURGERY 


E 


Students in Famous 
Foot Clinics of 
“1 Chicago. Over 
35,000 foot cases are 
treated annually. 


CHIROPODY offers an attractive 

















































profession to those interested in entering the practice 
of this branch of medical science. 

Illinois Coilege of Chiropody and foot Surgery is now 
in its twenty-first year as a leading educational institu- 
tion in this specialized field. Three year course leading 
to degree of Doctor of Surgical Chiropody. Three 
buildings, wide recognition, scientific equipment, emi- 
nent faculty of chiropodists, physicians, surgeons, 
chemists and orthopedists. Excellent clinical facilities. 
High school education or the State Department of 
Education equivalent required for entrance. For bulle- 
tin write the Registrar, Dept. RA-26. 


Illinois College of Chiropody and Foot Surgery 
327 North Clark Street Chicago, Illinois 
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WHERE TO BUY 


Hosiery Protectors 
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SHOE and HOSIERY 





departments everywhere 
byiiding — “and goodwill 
with genuin 


WALK-EZE 
Stocking Protectors 
They Sell 
Themselves 

Only WALK-EZE’S are 
mads of patented Kemi- 
Suede—the non-injurious 
material that Is durable 
—washable—hygienic and 
sweatproof. 


Sizes for Women, 


rt by 
ate umbers 
Men and Children 1669790 


U. $. 
Order from your jobber or CAN. 28102! 
WALK-EZE Sales Offices. Stamped on every pair. 


Executive Office, Syracuse, N. Y. 
NEW YORK: [141 Broadway, Room 303 
CHICAGO: 114 E. Austin Ave. 
CANADA: 729 St. Antoine St., Montreal 

















Los Angeles Travelers Plan Show 


Los ANGELES—A regular meeting of 
the Shoe Travelers Association of Los 
Angeles was held at the Alexandria 
Hotel. The meting was called to 
order by President Joe Kalisky. The 
usual routine of business was taken 
care of, after which a full report was 
made by the secretary showing the re- 
ceipts and expenditures in connection 
with our Shoe Fair and Style Show, 
which met with hearty approval. 

It was concluded to hold the first 
meeting after vacation period on 
Saturday, September 16, 1933. This 
meeting will be called at 8 P. M. and 
an invitation will be extended to the 
wives of all members. There will be 
dancing. Prizes for card playing will 
be awarded at no cost to any member. 
Refreshments will be served. 

It was deemed advisable to hold a 
Shoe Fair and Style Show in January, 
1934, at a date not to conflict with 
any convention or shoe exposition 
usually held by the National Shoe Re- 
tailers Association. It was also thought 
advisable to consider a joint show with 
the wearing apparel industry. This 
will be voted on at our next meeting, 
Saturday, September 16, 1933. 

A unanimous vote of thanks was 
tendered to the Boot & SHOE RECORDER, 
the Coast Shoe Reporter and the Pacific 
Shoemen for their cooperation and gen- 
erous publicity. 

A vote of thanks was also tendered 
to National President W. T. Mitchell 
and National Secretary - Treasurer 
Thomas A. Delaney for their messages 
and good wishes. 





Carried Heavy Life Insurance 


CINCINNATI.—Life insurance to the 
amount of $677,000 was paid to the 
heirs of the late James P. Orr, former 
president of the Potter Shoe Company 
Fifth Street, it was revealed in a re- 
port of the National Underwriter this 





week. 
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> ON THE SELLING END < 


News of the Travelers and Sales Activities 





Mrs. Ryan With Wellington Shoe 


Mrs. Jessie Wayne Ryan, one of the 
best-known women in the shoe manu- 
facturing field, is now connected with 
the Wellington Shoe Co., Inc., of New 
York, makers of ladies’ fine shoes. Mrs. 
Ryan is New York sales representat.ve 





MRS. J. W. RYAN 


and in charge of their office at 811 Mar- 
bridge Building. 

Mrs. Ryan began her career in the 
shoe business as purchasing agent for 
Hanan & Son, Brooklyn, manufactur- 
ers, where she remained for several 
years. 

Having a perfect size 4B foot, the 
standard women’s shoe size, Mrs. 
Ryan became indispensable to the firm, 
in that she was able to judge imme- 
diately the fit, comfort, and practi- 
cability of the last. 

Mrs. Ryan has worked in this capac- 
ity for most of the well-known shoe 
manufacturing firms in the country and 
today most of her customers in this 
particular field hesitate to put the last 
into a pattern until Mrs. Ryan has 
approved of it. 

The officers of the Wellington Shoe 
Co., Inc., are Jacob Aine, president; 
Harry Sherman, director of sales, and 
Alex Cipriano, treasurer. The factory 
is located at 65-69 Bleecker St., New 
York City. 


Schauweker With Golo 


R. W. Schauweker is now covering 
Ohio, Indiana and Michigan for the 
Golo Slipper Co. of New York. He has 
a complete line of Fall goods and is 
meeting with a most favorable recep- 
tion. 





lowa Travelers After Members 


Des MOINES, Iowa.—The Iowa Na- 
tional Shoe Travelers Association in- 
augurated a drive for members at a 
meeting Saturday at Hotel Fort Des 
Moines, presided over by Carl P. Ort- 
lund of Des Moines, state president. O. 
R. Blechinger was named chairman in 
charge. The state group hopes to se- 
cure more extensive representation in 
the National Shoe Travelers Associa- 
tion. 





Shapack Sons Co. New 
Wholesalers 


Ixon H. Shapack, formerly con- 
nected with the Clarendon Shoe Com- 
pany, Brooklyn, N. Y., is now spon- 
soring his two sons in the wholesale 
shoe business. 

The sons, Harry and Allan Shapack, 
well known to the trade by virtue of 
their connection with the retail end of 
the shoe business, having until just re- 
cently traded as Jetta Shoes in Brook- 


Tees Co : ee) 








H. SHAPACK 


lyn, will now feature Brooklyn and 
New York hand-turned shoes in stock. 
They are located in the Marbridge 
Building, 47 West 34th Street, New 
York City, under the name of Shapack 
Sons Co. 





DO YOU KNOW 


that there are 117 different ways of size mark. 
ing in use in this country at the present time? 
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The APPEARANCE of the 
UNITED CUSHION HEEL 


is sO fine that it 1s 


constantly imitated but never equalled 





ITS QUALITY 


is just aS superior as its appearance 


ee >] 


THE TRADE-MARK 
is the hall mark of fine shoemaking 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THE RECORDER’S 
DISTINCTIVE WINDOW 
DISPLAY CARDS 


10% 


Selling is Through 
WINDOW 


IF the shoes in your windows 


could only say aloud 


“This is a fine store . . . always courteous service. The cus- 
The merchant 
selling me is giving you wonderful value for each dollar you 


tomer’s needs receive concentrated attention. 


spend.” 


RECORDER WINDOW DISPLAY CARDS give “silent” shoes 
in the windows a voice on behalf of the merchant. Make your 
merchandise attractive in displey—use Recorder cards for 
color and to talk YOUR store service—and your business will 


improve. 


You can’t contact the window shoppers outside, but you can 
GUIDE their thinking. Appeal to them on a basis of service, 


quality, personal satisfaction. 


Recorder cards are designed and written exclusively for shoe 
Double the value of your window displays with 
hand-lettered selling messages on colorful, artistic, die-cut 


merchants. 


show cards. 
Samples will be sent on request 
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AUGUST 


Design in lavender, Blue, 
yellow and white. Text in 
deep purple. 





Size: 8x14” 
COMPLETE TEXTS 


sent on request 


4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards —On_ Store Service, 
Fitting, Quality, Etc. 

Single Cards: 60¢ each 

Without Text: 35¢ each 


SPECIAL INTRODUC. 
TORY SERVICE: 3 
cards, 50 blank tickets, 
without holders, @ $1.50. 
On Annual Contract, two 
holders supplied. 

























“S”: Red Flower 
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“T": Black and 


“I: Pale Green 


Gold Design on Design on Buff. Q’’: Orange 
Pale Yellow. on Sees Seem One” PeeP Trim on Bright on Light Tan. 
Yellow. 


“Z": Yellow Lam- «. 






5395 


é 











Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 


WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J” —Adjustable Clips for tickets: 14 gross $2.25 
(tilts at any angle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25; 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 









“O”": Rose Design 
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Price........... 
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When writing advertisers please mention Boot and Shoe Recorder 
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ORE SHOES! 


Select the Service You Wish— 


Annual Display Card Service 
Includes 


EXCLUSIVE FRANCHISE is given with annual card service 
to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 
EXCHANGE OF CARDS: Annual card service subscribers may 


exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 








re, 
PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets, with prices as wanted, 
a to assure well blended trim. are 35¢ per fifty, additional. 
3 
8, — 
. <=) 
oO 
. 
a HOLDERS 
——-, Oval base — bur- 
nished gold— To be 
three color trim. 
id Smart 
These modernistic and 
i! holders take any Comfortable 
= size card. They if 
M harmonize with a ies 
ae ~Its sensible 
the finest of win y 20 buy 
a dow display fix- this 
1 tures. Waltngy Shoe, 




















Merchants Service Dept. 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, Il. 


IMPRINTED tickets at 35¢ per fifty, additional, for 


Mail Coupon—Sce Sales Jump 


SERVICE NO. 1—$5.00 monthly: 


12 display cards ... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 


8 display cards ... 4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 


6 display cards ... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 


4 display cards ... 2 holders... 
50 blank harmonizing price tickets 


COUPON 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, III. 
Please enter our order for the Recorder “Selling Mes- 
sage,” beginning with September, for card service 


Wialve ciisicinks ,» for one year, consisting of........ card 
holders (with the first month’s service), ........ cards 
0 blank tickets each month—OR—........ 


which we will pay $........ per year, payable $........ 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 
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When writing advertisers please mention Boot and Shoe Recorder 
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CLAW/IFIED ano WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
WHET. 2 0 0 0 0 




















~ SALESMAN WANTED SALESMAN WANTED POSITION WANTED 

















Here’s a Men’s Shoe With Highly Coal Slenan 7. 
ighly Capable Salesman, 17 years 
eresa ens oe it experience in United States and 
‘ mn Europe in a quality line of Men’s, 
a NEW Sellin Point Women’s and Children’s shoes, de- 
g sires connection with a manufac- 


turer of quality shoes. San Fran- 











Salesmen wanted to represent an In-Stock men’s line of 16 style . 
numbers. The shoe has a patented shank which can be adjusted by willis headquarters preferred but 
the wearer, if or when needed. Ur i Pee go —— in the 
The shoes sell to customers without foot trouble as well as to nited States. References excellent. 
customers whose feet require shank adjustment, because the adjustment Address D-448 
—_ is out of sight and the shoes are made on popular lasts at a Care BOOT & SHOE RECORDER 
popular price. 
Salesmen intensively working small territories preferred. No drawing 259 West 59th St., New York, N. Y. 
account, but liberal commission. No objection to its being carried as 
pe QERCHARDISING. Mia Qh PONE 
ive complete information, references, and present line carried. MANAGER WITH ‘WHOLE ont: a 
Aaa TR CPA 
BATES SHOE COMPANY, ASP a pvthy in gear ES | 
WEBSTER, MASS. wed he el 239 West 39th Street, New 





SHOE Salesman wants position. Eighteen 
years of practicai retail selling, corrective 
and non-corrective shoes enables me to hold 









































SHOE SALESMEN. To handle line of rubber ALESMAN WANTED — Experienced 7. and give satisfaction to any reliable employer 
footwear featuring new specialties. Excellent \ attractive proposition. High-grade shoe pol- who wants a real shoe man, a conscientious 
side line. Good commissions. Line open for ishes and dyes. Excellent regular or side line. worker, one who will make good from the start. 
Nebraska, Kansas, Colorado, Texas, Ohio, Cen- S._& M. Chemical Co., 2911 S. LaSalle St, Address D-456, care Boot & Shoe Recorder, 239 
; rences, complete infor- icago. 
mation, and present line carried. Address D-438, a Wet 2m Street, New York, 
care Boot Shoe paepender, 239 West 39th 2 WANTED Position retail shoe man. Eight 
Street, New York, N. HOE salesmen to handle line of new spe- years’ experience; married; best of refer- 
cialty suede shoe brush as side line, excel- ences; go anywhere. Address D-457, care Boot 
lent and fast selling fall item, carry samples in & Shoe Recorder, 367 W. Adams Street, Chicago, 
WANTED—Shoe Salesman to carry side line your pocket; commission basis; state references 
of foot appliances, embodying many new and territory in first letter. Address D-453, 
Seatores ond ver _———. price. Soueiiing care Boot & Shoe Recorder, 239 West 39th =— = 
new with large fie mple commission 1 Street, New 
on spe Bye repeat business. n Renly, with reer oe nnene o FOR LEASE 
ence and state territory cover Address D-443 7 : 
LESME} 
sare Boot & _. ‘Recorder, 239 West 39th — MEN WARTED to baetic heen sie EN AND WOMEN’S APPAREL SHOP 
Street, New York, to: Manhattan Slipper Co., 359 Canal St., New IDEA: LOCATION IN NEW ORLEANS 
York. N. Y. SELLING QUALITY MERCHANDISE OF- 
ALESMEN to represent large concern manu- FERS EXCEPTIONAL OPPORTUNITY TO 
yi) ath gl Les MTEL ROME COMPANY 
eather and fabric boudoir slippers. Following —— 4 
territories open: New | By Pennsylvania, WANTED TO PURCHASE 101 WEST 3ist STREET, NEW YORK CITY. 
Michigan, Wisconsin, Minnesota, Illinois, Iowa, 
Nebraska, West Virigina, Tennessee. Strictly WE. represent two stores in Oklahoma which 
commission basis, payable weekly. State full in- ET of used window shoe fixtures. Modern wish to lease space for Ladies’ Shoe De- 
formation in your first letter. Address D-444, and good condition. Address D-454, care partments to responsible firm, retailing shose at 
care Boot & Shoe pagpeder. 239 West 39th Boot & Shoe  Racorder, 239 West 39th Street, $4.00 up. Mail full particulars to A. J. Unna, 
Street, New York, New York, 225 West 34th Street, New York. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word po er undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 c per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the pe oll In all other cases each 
wo.d of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 











When writing advertisers please mention Boot and Shoe Recorder 
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) LINE WANTED BUSINESS OPORTUNITY BUSINESS OPPORTUNITY 
HAVE covered Wisconsin, Minnesota, Dakotas 
- one yn ive : wie pe er cng vith * * 
‘re Melieg em’ | MIDDLESEX SCHOOL OF PODIATRY 
York, NY.” ne ee A Department of the Middlesex Medical College 
GALESMEN available for men’s shoes, includ- Boston Waltham 
Tether Wee ge nagay bE gg | Podiatry is the only uncrowded profession. The demand for the 
Joseph Harris, Secy., Penna. Shoe Trav. Assn., services of qualified chiropodists is universal. 
Henry Hotel, Pittsburgh, Pa. nae The Middlesex School of Podiatry offers the standard three years 
course of instruction. 
Students enjoy the facilities of a fully equipped medjcal school 
AUTUMN PRICE TICKETS with university and hospital affiliations. 
Practical training is amply provided in large dispensary and hospital 
Colorful and Effective clinics. 
“> The school is coeducational and a high school education or its 
= "FZ equivalent is required for admission. 
= Write for catalogue to 
=_ , ow HIRAM B. DONALDSON, Dean 
arves coloring: 
- corn colored beard, MIDDLESEX SCHOOL OF PODIATRY 
ae ae oe Se 473 BEACON STREET, BOSTON, MASSACHUSETTS 
'S 
d 
3, 
- CENTURY OF PROGRESS WANTED TO PURCHASE MERCHANTS’ NEEDS 
l- 
t PRICE TICKETS POSTER @ DRUSOnt 
e 436 Grand St., New York City 
a Phone Dry Dock 4-0352 
— BUY FOR CASH — 
entire or surplus stocks of 
SHOES—DEPT. STORES 
fidentlal 
e § 43 Leases assumed Transactions con 
=R x4 —_ 
ES Buyers of Surplus Stocks 
LE We will buy surplus or entire stocks ef shoes 
A-1 from manufacturers, jobbers or retailers. 
& QUANTITY NO OBJECT 
id Nae ‘Stomes “on artnge | sunburst "on KIRSCH - BLACHER CO., Ine. 
“4 white 3 silver board. 590 Broadway New York SHO F STR ETCH £ R 
om ANY ASSORTMENT OF Phone Canal 6-4298 and 4299 
se PRICES DESIRED ome 
0 SIZE: 154” x 23” . VAMP RAISER and LENGTHENER 
39 2 Ve" x 2% Novel Display Counter 
ae COCO. AAO ORE EO URE CO UECET $1.10 pent Should be in every shoe store. Relieves 
ht I NAG oo beoccss cecerenenss 2.00 Monga pe ip — — and permanently corrects tight-fitting 
or shoe and hosiery display case and coun- shoes. Raises vamp from throat to tip. 
“4 AUTUMN WINDOW ter at the Nunn-Bush shoe store, has Lengthens too short gp ee Pa 
; eliminated all theft losses, provided a best grade of cold rolled steel, nicke 
- DISPLAY CARDS more attractive set-up, and made it plated. For sale by shoe findings jobbers 
= i @ maken eer possible to accommodate customers ond arenes ~_ houses everywhere, or 
_ ticket above. without the clerk having to face back- Oe PRS See Seer 
P ; ’ wards at any time. 00 with 3 sizes 
: rote i details_and_samples of The counter is six feet wide, five feet $5.00 COMPLETE a 
Q service, including cards, harmon- | long, and three-and-a-half feet high and NU-WAY SHOE STRETCHER CO. 
7 izing tickets, and modernistic card was made specially for this store in 4367 Duncan Ave St. Louis 
y? holders. Sold to but one merchant the form of a square with an entrance J 
h in a community. Snappy texts on in the rear. The two sides and front ee 
7% ’ 3 ‘ 5 have a series of glassed-in compart- 
t par — ers Same ments, twelve inches high and eight shown at all times, using only one shoe 
” a i et inches deep, at the top and the sec- of - pair = each —. A nah in 
CHECK WITH ORDER, PLEASE, UNLESS : : : We 3 
C.0.D. SHIPMENT IS PREFERRED tions below the display space are made pe “ a ; ili ee ee 
of wood and used for storage. Hosiery two “pillars. 
Merchants’ Service Dept. is carried exclusively in these parts of “This counter not only slashes theft 
the counter; and because the items are losses and creates a more attractive 
BO OT AND SHOE closed in at all times, all possibility of display but also affords an opportunity 
theft is removed. for a clerk to face a customer at all 
RECORDER Two glass “pillars” at each end of times,” manager S. Bernstein pointed 
the counter are used for set-ups on out. “All items are displayed in view, 
shoes. These are four feet high, one and when sales are made, it is possible 
367 West Adams St. foot deep, and six inches wide. Four to remove the article, wrap it, and pre- 
CHICAGO, ILL. compartments are included in each. sent it to the oumiemas without the 
Displays on various kinds of shoes are clerk facing backwards. 
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Texas Industrial Council Formed 


Fort WortH, Tex.—The Texas Shoe 
Retailers Association has been made a 
member of the Texas Industrial Coun- 
cil which was formed recently in Dallas. 
About 55 Texas industries make up 
the membership of the council. W. A. 
Harris, Fort Worth, president of the 
Texas Shoe Retailers Association, was 
honored by being elected vice-president 
of the council. 





OBITUARY 





Morris W. Ellis 


NASHVILLE, TENN.—Morris W. Ellis, 
owner of the Ellis Shoe Co., and a 
leader in business and civic life of 
Nashville, died Aug. 1 at a local in- 
firmary, following an illness of 10 
days. Mr. Ellis’ entire business life 
was spent in the shoe business, When 
quite a young man he became asso- 
ciated with a shoe manufacturing firm 
and travelled for them for 15 years 
before establishing his own business, 
the Ellis Shoe Co., at 305 Third Ave- 
nue, North, where he was continuously 
in business for 26 years. 

Mr. Ellis was president of the Nash- 
ville Retail Shoe Dealers Association 
and a director in several other local 
businesses here. He is survived by his 
wife and four sisters. ; 





Gus Ebner 


SEVERANCE, Kans.—In the passing 
of Gus Ebner, Kansas loses one of its 
veteran retail shoe merchants. More 
than 50 years age he located his shoe 
store here in Severance soon after he 
came here from Germany, a young man 
of 22 years old. 

Up until his late illness he had been 
continuously in his store and reluctant- 
ly consented to remain at home after 
illness had overtaken him. He was 
married to Mayme Corcoran many 
years ago and she with their two chil- 
dren, Thomas Joseph and Annalene, 
survive. 


“Gus,” as he was familiarly called by 
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the folks in Severance, was one of 
Severance’s most highly respected citi- 
zens. He will be greatly missed by both 
old and young of this community. He 
is also survived by one brother, Emil 
Ebner, of Atchison. Funeral services 
were held Monday morning at St. Bene- 
dict’s Church. 

Severance council Knights of Colum- 


- bus attended the funeral in a body as 


Mr. Ebner was one of their charter 
members. 


Geo. A. Wetherhold 


ALLENTOWN, Pa.—George A. Weth- 
erhold, 67, senior member of the firm 
of Wetherhold & Metzger, died sudden- 
ly at his home Aug. 16, the result of a 
heart attack. For the past five years 
he has been far from well, but man- 
aged to get to the store quite often. 

Always genial and even in tempera- 
ment, Mr. Wetherhold was a business 
man of the highest type and with 
Owen W. Metzger built up one of the 
finest and most complete retail shoe 
stores in the eastern part of the state. 
In every way he exemplified the high- 
est type of business ethics. 

Coming to Allentown almost fifty 
years ago, he entered the employ of 
H. Leh and Company and during the 
twenty-one years he was affiliated with 
that company rose from the lowest 
rung to become head of the shoe de- 
partment of the store. It was while 
he was head of the shoe department 
there that a close friendship developed 
between him and Owen Metzger, then 
a shoe salesman for the store. Out of 
that friendship and the high esteem 
the both men had for each other’s abil- 
ity grew the firm of Wetherhold & 
Metzger. 

With the growth of business they 
took Lloyd D. Fritch, one of their first 
salesmen, into partnership and later 
under the name of “Wetherhold and 
Metzger, Inc.,” opened a shoe store at 
446 Penn Square, Reading. As that 
business grew fine new quarters were 
provided at 642 Penn Square. Mr. 
Wetherhold served as secretary and 
treasurer of the corporation and held 
the same office in the Bilt-Rite Shoe 
Company, Inc., a wholesale shoe con- 
cern with main offices in this city, 
which he and Mr. Metzger organized. 

He was a member of many Masonic 
bodies as well as the Elks and Moose 
lodges. Surviving is the widow and 
two married daughters. 
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STURDY SALES BUILDERS 


(\.. 
ae 2 WITALITY HEALTH SHOES 


for thildren 


The new school term is turning mothers’ thoughts 
to sturdy shoes. And the all leather quality, fine 
workmanship and smart style found in Vitality’s 
juvenile line will have a strong appeal. 


1 

























Vitality’s health construction features assuring easy 
flexibility and scientifically correct fit which pro- 
vides just the right support to let young bones and 
muscles grow strong are sales clinchers. Add to 
these the remarkable value and economy offered by 
this line at their popular prices and one sees an 
outstanding proposition for progressive merchants. 








Vitality Health Shoes for children are offered in a 
wide range of styles and complete sizes; Goodyear 
Welt construction. Vitality’s exceptional and well- 
known in-stock service is available for quick fill-in 
and reorders on this popular line. Write for new 
Fall catalogue today. 


VITALITY SHOE COMPANY : St. Louis, Mo. 


Branch of International Shoe Co. 


ll Y 


HOLIDAY 













WOMEN’S MEN’S CHILDREN’S BOYS’ 
AAAA to EEE AAA to G VITALITY Widths and Sizes AtoE 
Sizes 2to 11 Sizes 5 to 14 Health Shoe for all ages Sizes1to6 
$6 and $6.75 $5 and $6 $2 to $4.50 $4 














Nationally Advertised in 
VOGUE - LADIES’ HOME JOURNAL + McCALL’S + GOOD HOUSEKEEPING 






LEVOR ANNOUNCES | 





| I Is 
1934 and another tremendous white kid 


shoe season has the right of way. 












Nothing can side-track nor stop 
the momentum of popular favor 


or white in summer weather. 


Manufacturers who are ahead 
have not under-estimated the next 
white kid season, nor the signifi- 
cance of LEVOR'S new improve- 
ment in quality tanning of beautiful 
white kid. At Levor tanneries, 


it is already 1934. 


- LEVOR 


TANNERS OVER 57 YEARS 





















IT is 


remarkable how this new secret o 
tanning that was discovered 
by. LEVOR has affected 
even so worthy a product 
as THE WHITEST WHITES.” 
Every bundle of new white 





kid is a joy to examine; 
customized leather pro- 
duced in volume. 





For the constant specialization and progres- 
sive striving for improvements in tanning the 


purest white washable kid, LEVOR has 


been rewarded with the largest advance 





business ever experienced. 


& CO., INC. 


GLOVERS VILLE N Y. 
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They’re tired of looking like their little brothers, they adore the new 
Mae West fashions—hats with feathers, dresses with frou-frou and frills, 
coats with enormous fur collars. They'll ask for high-heeled, formal 
shoes, in the deep rich, neutral Brown that is so perfect with the new- 
old “before-the-war” colors—bronze, raspberry, tortoise-shell, olive, 


and the like..... 


Vode Kid | 
No. 32. , 
(Indies Brown) | 


STANDARD KID DIVISION ~~ 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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MUSEBECK 
FOOT-so-PORT 
FOR WOMEN FOR MEN 
Did you ever notice how easy it is to do something if you 
just concentrate? 
It’s just that easy to reach the goal of Repeat Shoe 
The only shoes Sales—when you concentrate on Musebeck Foot- 
with the patented so-Port Shees. 
Health Spot fea- 
ture. 
Dealers who feature these normal Health 
The vital point in Musebeck Shoes—reap a harvest in satisfied, repeat 
construction that straight- acta 
ens up all weak feet to the 
normal position. Made with the same exclusive health 
features for both men and women— 
your field of prospects is doubled. 
No selling of price or style 
—but foot health and com- 
fort — an ever-increasing 
sal. 
With feet in the normal, balanced position— — 
cramped nerves and blood vessels are re- 
leased—anyone feels better all over. A chance to serve 
the foot - suffering 
Foot-so-Port wearers know that better foot health public. 
means better general health—they tell their friends 
about it. 
Join with other enterprising dealers in the promotion of foot 
health. Your sales will increase daily. Write for full informa- 
tion. Write today! 
MUSEBECK SHOE 
Danville Illinois 
i 
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Silhouwelts are practical 


and serviceable shoes. 


They meet the demands 


of modern fashion. 











UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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“RENO” 


No. $11201—Black Suede 
Patent Trim 
Medium Toe Last 
17/8 Heel 


No. $12201—25D Brown Suede 
Bronze Patent Tip Trim 





“ANDY” 

No. $11275—Black Suede 
Blk. Liz. Trim 
Medium Toe Last 
15/8 Heel 
Cottage Shank 


No. $12275—25D Brown Suede 
Br. Liz. Trim 





“MAGDA”” 


No. $8206—Color 74 Brown 
Kid 
Pleated Leather Inlay 
Medium Toe Last 
17/8 Heel 


No. $7206—Black Satin Kid 


Why buy stiff, hard shoes 
that do not tread evenly on 
the bottom—that curl up 
on the sides—that will not 
bend in the toes—that do 
not flex sideways as well as 
lengthwise — that do not 
breathe? They cause— 


Hot Dogs! And How! 


® 


IN-STOCK 


Patterns 


Operas 
$<3.40 


$SB- 75 


_ GENUINE 
HAND TURNS 


“EDNA” 


No. $7893—Black Satin Kid 


Medium Toe Last 
20/8 Heel 


No. $2893—Patent 


No. $3893—Bik. Sat.” JX, 

















“EDNA” 


No. $11833—Black Suede 
Medium Round Toe Last 


20/8 Heel 
No. $8833—Color 74 
Brown Kid 

















The Burning Days 
Are Over— 
(or should be) 








i2%1 313%) 4 $s 








® 








0 bol) iss 6 Pr he 


NEWBURYPORT, MASS. 


7|7"%\|8 








“PRESTO” 


$0333—White Crepe 
Medium Round Toe Last 
20/8 Heel 


i 


“LORINA” 


No. $11533—Black Suede 
Medium Round Toe Last 
20/8 Heel 








“REGENT” 
No. 8153—Color 74 Brown Kid 
Medium Toe Last 
16/8 Heel 
No. $2153—Patent 
No. 7150—Glazed Kid 
No. $11153—Blk. Suede 


Times are getting better. 
The New Deal calls for bet- 
ter shoes — TURN shoes. 
They will not burn—they 
are not stiff —they will 
tread — and they 
BREATHE. 


Write today for a copy of 
our stock booklet detailing 
28 styles for immediate 
shipment. 








ay 
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Fit for a Museum 


Leave the antiques to antique dealers. That’s the place for them — and the modern 
shoe store is not. 


No woman of today would be seen in the high-button boot of Civil War days. Why 
expect her to wear the “peely” soles which were outmoded with the advent of Compo 
five years ago? Yes, Compo has definitely made the “peely-soled”’ shoe a museum piece. 
And “peely” soles are in the limbo of the past. 


The Compo technique attaches soles and uppers in a permanent union. There is no 
thin layer of leather to “peel’’ at the edge of the soles — no sharp ridges and seams to 
mar foot comfort. Compo shoes are smooth, trim, light and flexible — more so than 
those made by other methods. And they stay “sole-smart” as long as they are worn. 


Over one hundred leading manufacturers make Compo shoes — more and more all the 
time. The increase is due entirely to two things: (1) smart women prefer to wear them; 
(2) successful merchants prefer to sell them. Compo Shoe Machinery Corporation, 
Boston, Massachusetts. 


Not all cemented shoes are Compo shoes. Only those manufacturers using Compo 
equipment and Compo adhesives are authorized to supply you with genuine Compo shoes. 


COMPO SHOE MACHINERY CORPORATION 


OMP 


TRADE MARK 
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